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INTERACTIVE EVENT PLANNING AND PAYMENT METHOD AND SYSTEM 

CROSS-REFERENCE TO RELATED APPLICATIONS 

This application claims priority under 35 U.S.C. §1 19(e) of U.S. provisional patent application Ser. No. 
60/254,566 filed Dec. 1 1, 2000, U.S. provisional patent application Ser. No. 60/254,854 filed Dec. 12, 2000 and 
U.S. provisional patent application Ser. No. 60/265,425 filed Jan. 31, 2001. 

5 FIELD OF THE INVENTION 

The present invention relates to an interactive event coordination method which enables event organizers to 
integrate all event-related activities, including contracting for services to be performed at the event and gifts to be 
received in connection with the event, into a single revenue management system. 

More particularly, the present invention relates to an interactive registry system, such as a bridal registry 
10 system, which creates an on-line marketplace concept matching buyers and sellers while providing incentives to both 
parties for using the registry system. 

The present invention in addition relates to a method for an event organizer to arrange the receipt of gifts 
for the event and services rendered in conjunction with the event. 

The present invention also relates to an event planning method and system involving the use of knowledge 
1 5 templates that greatly simplifies the processes of event planning and service ordering. 

The present invention relates as well to an event planning method and system constituting an information 
catalyst that transforms data into new and more effective formats. 

BACKGROUND OF THE INVENTION 

Although the invention described below is useful for any type of event, it would be particularly useftil in 

20 connection with a wedding. Therefore, background of the manner in which gifts are given to a wedding couple 
through the use of a bridal registry system will initially be described. 

In a traditional registry system such as a bridal registry system, the bride and groom register' or sign up 
with a specific retailer, for example, a chinaware vendor or multi-purpose retailer, and then the couples select which 
items the retailer carries that they are potentially interested in receiving. Such a traditional registry system is set forth 

25 as a flow chart in FIG. 2A. In step 2, the event organizer, the bride and groom, register with one or more retailers and 
choose the items for a list. The couple then notifies their guests of their selected retailer(s) (step 4). Guests are then 
urged to visit the retailers and purchase their gifts for the bride and groom at these retailers (step 6) for two reasons: 

1 
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1) to ensure that their gift is what the bride and groom need and desire, and 2) to ensure there are no gift duplicates, 
e.g., five guests who all bring toasters. Additionally, some retailers offer discounts if the value of the purchased 
products exceeds a certain amount. Once the event has passed, die event organizer visits the retailer(s) to collect the 
items purchased by the guests (step 8). 

5 There are several problems inherent with this traditional registry system. First, the traditional registry locks 

the bride, groom and guests into a very limited range of gifts, as they must all be chosen from only the selection of 
the specific retailer(s). Second, the bride, groom and guests are also forced to pay whatever prices are stipulated by 
the retailer and cannot comparison-shop or 'shop around' to find the best price or value for the item they require. It is 
often the case that one retailer has certain goods at a lower price than another retailer but other goods are at a higher 

10 price and thus, the bride and groom, assuming they want the item and did not want to register at numerous retailers, 
would be compelled to place the item on the registry list in spite of the higher price. If they do find a better price at 
another retailer and purchase the gift at that other retailer, then the bride and groom may end up with two of the same 
gifts, i.e., someone else may purchase the same gift via the bridal registry. Third, the guest may not like the selection 
of the remaining gifts left for them to 'give' (or the cost of the remaining gifts), and yet there are no other obvious 

15 options. From the perspective of retailers, only one retailer, usually an expensive and established brand name with an 
established presence in the bridal registry market, will receive the revenue for the entire wedding's gift purchases, 
denying the market opportunity for smaller retailers, niche retailers, discount retailers or regional retailers. 

The online wedding marketplace also has yet to reach its true potential in terms of sales and branding. For 
example, in a recent article by Cate Corcoran called "The Bride Wore Swag", Corcoran notes that the upscale 

20 retailer Williams-Sonoma has almost doubled their total registry sales within the first six months' of launching their 
website. Their e-commerce division, which totals forty people and in other industries normally takes years to turn a 
profit, expects to turn a profit by the end of the first year. Although Williams-Sonoma's online registry follows a 
traditional registry format, the as-yet nascent potential of online wedding sales is aptly demonstrated through their 
sites' early success. 

25 Arranging for gifts is an important part of the event. However, more important, is arranging the services to 

be performed at the event, e.g., the entertainment, and the goods to be delivered in connection with the event, e.g., 
the food and flowers. There is much room for improvement in the manner in which an event such as a wedding is 
financed. 

At present, there is a total lack of integrated financial planning options in the current event planning and 
30 wedding planning markets. The domain of e-commerce is the perfect arena for such a marketplace to function 
because it can contain unlimited resources of information, options and opportunities. The Internet also offers 
efficiency and ease in organizing and coordinating the potentially very complex and multifaceted event planning and 
financing process. 
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Typical lists for wedding financing are quite complex. Consider a typical list, set forth in FIGS. 1 A and 1 B. 

It would be desirable to attempt to automate the process of allocating, distributing and paying for the 
various items listed in FIGS. 1 A and IB thereby leaving the bride and groom and their respective family and friends 
with more time and energy available for things more important than worrying about who exactly pays for what at any 
5 given time. 

Traditionally, in preparation for an event such as a wedding, often as early as one or two years in advance of 
the "big day", the bride and/or groom create an wedding plan, describing their wedding location (for example, a 
beach wedding or a hotel-based wedding) as well as their budget. Their preliminary "Event Plan" is finished with a 
preliminary choice for the location, budget and other important details regarding their wedding. Such a traditional 

10 event planning system is set forth as a flow chart in FIG. 2B. In step 10, the event organizer, the bride and groom, 
create their event plan, i.e., a list of desires for the event vis-a-vis entertainment, food, location, timing, etc. The 
couple then searches for vendors who are able to bring their plan to reality (step 12). The couple interviews the 
potential vendors in order to find the best fit between their plans and the vendors* capabilities (step 14). The couple 
then usually selects finalists for closer scrutiny. Finally, vendors are selected (step 16) and a contract is negotiated 

15 (step 18), signed and a deposit is paid (step 20). Once the event has passed, the event organizer pays any remaining 
obligation to the each vendor (step 22), it being assumed that a down-payment is usually made to the vendor in 
advance of the event. 

There are several problems with this type of event payment system. First, the traditional planning and 
payment method requires the bride and groom as well as their respective family members and guests to keep track of 

20 a wide range of intricate payment obligations as indicated in FIGS. I A and 1 B. This makes payments for events in 
general, and weddings in particular, subject to potential complications as well as possible conflict. The system as 
currently implemented does not offer event planners a systematic way to organize and collect payments and gifts, nor 
does it allow for new sources of revenue. Furthermore, the current system offers both event planners as well as 
vendors few informal options of recourse when obligations are not fiilly met (aside fi"om proceeding with expensive 

25 and time consuming legal procedures.) 

The event or service planning method and system is an invention in the arena of business methods or 
processes as applied to the realm of e-commerce, or Internet commerce. 

As yet, there is a total lack of integrated event planning options in the current event planning and wedding 
planning markets. The currently available services seem to transfer highly inefficient oflline or "real world" planning 

30 processes and translate them to an equally inefficient online version. The domain of e-commerce is the perfect arena 
for such a marketplace to function because it can contain unlimited resources of information, options and 
opportunities. 

The Internet offers efficiency and ease in organizing and coordinating potentially highly complex and 
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multifaceted event planning processes. For example, the potential efficiencies of e-commerce may be obtained by 
uniting all event planning processes and vendors into an integrated vertical supply chain. This arrangement would 
more fully utilize the potential of the Internet for this sector by combining the many vendors and services into one 
event planning "supermarket." This has not yet happened. As discussed in detail below, it is the intent of the present 
3 invention to facilitate and catalyze such an opportunity. 

Among the advantages of computers and the Internet is the quality of perfect memory. Unlike most humans, 
computers have perfect recall. Humans, on the other hand, have the ability to generate useful information regarding 
personal events that computers, even supercomputers, remain incapable of So while properly programmed 
computers can generate interesting as well as useful economic or weather models, for example, humans are still 

10 much more adept at planning events like a perfect wedding, a beautiful home renovation an ideal vacation, or other 
service options tailor made to suit their own individual lifestyles. 

Similarly, in businesses or other organizations where individuals process information or knowledge as part 
of their job, the information that they gather is typically collected from multiple sources and further processed in 
order to generate value for the organization. Much effort is required to insure that when the knowledge that these 

1 5 individuals have acquired is fiilly utilized within the organization. Otherwise, when they leave the organization, 
much of their carefully acquired information is lost. 

The information and knowledge requirements that hold true for a business or other organization hold true 
for society at large as well. Individuals spend much time and effort in planning and executing events, yet much of the 
knowledge that is accumulated in the course of preparing for those events are lost once the event is over. Moreover, 

20 providing incentives to individuals or institutions to share information with others is also important. Existing systems 
for collecting and managing event related information are inadequate because they do not provide for effective 
submitting, accessing, updating, evaluating, and rewarding processes associated with event related information and 
knowledge. 

Much of the time, effort and intense planning that goes into planning unique events and operations such as 
25 weddings, affairs, parties, vacations, renovations, marketing, advertising campaigns, and other complex human 

activities are lost since little or no effort is made to capture that information and knowledge for use by others outside 
their immediate company or organization. Each event may treated as a unique and custom occurrence, never to be 
replicated again, when in fact, much of the same time and effort to perform the same or similar activity is often 
needlessly replicated over and over again. 
30 According to the present invention the disadvantages and problems associated with managing event related 

information and knowledge have been substantially reduced or eliminated. This is accomplished, in part, by the 
design of a novel digital tool. 

Today's Internet pioneers have created a wide array of business designs from just a few digital tools. Each 
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individual tool may be described as a general purpose strategic subsystem, or alternatively, as a "bit engine." Just as 
machine tools shape and hone metal bit engines shape and home real-time data. Bit engines expand relationships and 
create value for customers, suppliers, employees and shareholders. 

Among the major types of bit and engines currently in use are, customer productivity engines, e-leaming 
5 engines, community engines, Internet marketplace agents, recommendation engines, and choiceboards. 

Customer productivity engines connect customers to a company's IT applications. Productivity engines, 
however, often require significant customer sophistication and commitment. Therefore the customer productivity 
engine generally suits firms that sell high-ticket items to businesses or upscale consumers. 

E-leaming and engines provide online technical training and get customers quickly up to speed on a 
10 company's new products and technologies. Cisco's E-leaming Center, which offers a virtual classrooms and on-line 
libraries, is among the most successftil in this category. 

Community engines that organize open-ended on-line conversations are among the most dynamic of these 
basic bit engines. Discussion threads are the prime example of its use in business applications. A discussion thread 
begins when a user poses a question on a specific technical or business issue and the engine records further 
1 5 conversations as other users respond with solutions and advice. 

Internet marketplace agents are bit engines that firms utilize in on-line business-to-business marketplaces 
and exchanges. Web based markets, such as Chemdex and Plastic-net allow firms to reach more customers a strike 
better deals. A company would use the marketplace agent to conduct business on these exchanges. 

Recommendation engines help customers choose from a variety of existing products and services. GE 
20 Plastics, for example, uses a recommendation and to guide manufacturers to the expanding array of products the 
company and its partners develop. Amazon.com's engine uses reviews by other customers to generate fresh book 
recommendations. 

Choiceboards are best illustrated by Dell's classic "configurator" and may be the most important bit engine 
to appear on the Web thus far. Choiceboards allow firms to slash inventory and other operating costs while offering 

25 customers products that match what they want more precisely. Customer orders set in motion the wheels of 

procurement, assembly and delivery. Choiceboards also provide realtime high-quality data on customer tastes and 
behavior that is critical in fast-moving industries. Choiceboards work best for products made from modular 
components that delivered to smart, flexible supply chain systems. The engine also requires sufficient customer 
knowledge of the product. Therefore, while choiceboards would seem useful to great many businesses, they would 

30 not be a good way to buy many services such event planning. 

As discussed in detail below, the service planning method and system as applied to event planning, takes the 
concepts of recommendation engines and choiceboards and applies them in a new and non-obvious way to the realm 
of event planning. 
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In addition, the service planning method and system as applied to the searching for and acquiring of e- 
services (such as an electronic home or "e-home" services), takes the concepts of recommendation engines and 
choiceboards and applies them in a new and non-obvious way to the realm of electronic services planning, thereby 
taking advantage of a key computer quality. 
5 Among the advantages of computers and the Internet is the quality of perfect memory. Unlike most humans, 

computers have perfect recall. Humans, on the other hand, have the ability to generate useful information regarding 
personal events that computers, even supercomputers, remain incapable of So while properly programmed 
computers can generate interesting as well as useful economic or weather models, for example, humans are still 
much more adept at planning events like a perfect wedding, a beautiful home renovation an ideal vacation, or other 
10 service options tailor made to suit their own individual lifestyles. 

In order to understand how the invention functions in a unique manner, it is important to understand how 
the traditional event planning process works, for example, in the context of a wedding. 

FIG. 14 demonstrates a flow chart of a traditional wedding planning process. 

Traditionally, tasks are broken down into the goal setting stage (step 3 10) in which basic questions are 

1 5 asked regarding the type of wedding desired. Once basic questions have been answered in step [[ 1 0]] 310 the process 
proceeds to the early planning stage (step 3 12) in which basic style, location, approximate date and time, types of 
wedding, and wedding budget are formulated. Subsequent steps may occur at approximately 4 months prior (step 
3 14), 3 months prior (step 3 1 6), 2 months prior (step 318), 1 months prior (step 320), 3 weeks prior (step 322), 2 
weeks prior (step 324), 1 weeks prior (step 326), and last minute preparations (step 328) with typical tasks associated 

20 with these times set forth in FIGS. ICand 1 D and IE . 

FIG. 1 5 shows a flow chart of the manner in which the event organizer plans and organizes an event with 
emphasis on the process of locating, selecting, negotiating with and paying vendors. 

The event organizer creates an event plan (wedding) in accordance with her objectives (step 330). She must 
then search for appropriate vendors (step 332), interview potential vendors (step 334), select the best vendors that 

25 meet her needs (step 336), negotiate with each vendor to arrange for performance, pricing and payment requirements 
(step 338), sign contract(s) and pay a deposit to the vendor(s) (step 340), and, if all goes well, pay any remaining 
obligation to the vendor(s) (step 342). 

There are several problems inherent with this planning system. First, the traditional planning and payment 
method requires the bride and groom as well as their respective family members and guests to keep track of a wide 

30 range of complex activities as indicated in FIGS. [[IC,]] ID , IE and 16. This makes planning for events in general, 
and weddings in particular, subject to potential complications as well as possible conflict. The system as currently 
implemented does not offer event planners a systematic way to collect, organize and integrate planning information, 
nor does it allow them to copyright and resell event planning information as intellectual property. 
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Furthermore, the fragmented nature of the wedding creates huge inefficiencies and frustrations for both 
vendors and couples, because for each wedding, the process of vendor-solicitation must be recreated. Each wedding 
becomes custom made event in which couples negotiates with between ten and fifteen separate vendors, services and 
retailers for an average wedding. Meanwhile, vendors are constantly striving to differentiate themselves in the 
5 marketplace. With approximately 2.5 million weddings in the US each year, these processes of vendor negotiations 
and couple searching are re-enacted millions of times every year. This amounts to a lot of woman-years and private 
energy that would be reduced and reclaimed by the present invention. 

OBJECTS AND SUMMARY OF THE INVENTION 

It is an object of the present invention to provide a new and improved registry system such as a bridal 
1 0 registry system which eliminates the problems discussed above. 

It is another object of the present invention to provide a registry system which operates both as an 
improvement of the traditional online registry system and also an inversion of the traditional registry process. 

It is yet another object of the present invention to provides a novel integrated event coordination system (a 
gift collection and bill payment system for an event) with unique revenue generating options that eliminates the 
1 5 problems discussed above and, in addition, offers the possibility of easy access to new revenue streams for the event 
planner. 

Still another object of the present invention is to provide a revenue management system for an event which 
operates both as a novel means of collecting cash gifts, donations, admission fees and other income related to 
specific events as well as a unique venue for paying the bills that arise from the organizing and execution of specific 
20 events or parties. 

It is an object of the present invention to provide a new and improved service planning method and system 
which simplifies the processes of service ordering and event planning. 

It is another object of the present invention to provide a new and improved service planning method and 
system in which pre-planned events and services can be repeatedly used and optionally tailored to meet particular 
25 requirements of an event organizer or consumer. 

It is an object of the present invention to provide a new and improved event planning method and system 
that simplifies the processes of event planning. 

It is another object of the present invention to provide a new and improved event planning method and 
system in which pre-planned events can be repeatedly used and optionally tailored to meet particular requirements of 
30 an event organizer or consumer. 

It is yet another object of the present invention to provide a new and improved event planning method and 
system in which events can be planned and considered property for the purpose of enabling the event planners to be 



7 



Marked-Up Copy of Original Specification Showing Changes 

compensated for planning of the event. 

In order to achieve these objects and others, the current invention enables an event organizer to 
save time and money and to derive income in the event planning process. Saving time is made possible by means of: 
an "Information Template" that integrates event-related elements into a single, all-encompassing event planning 
5 template, thereby reducing the time spent selecting and deciding on the inclusion of individual event related 

elements, and also by means of a "General Fund" that merges all event related income, expenses and loans into one 

central account, thereby reducing the amount of time needed to supervise and coordinate event-related 

cash flow. Saving money and deriving income is facilitated bv: publishing prices for events which 

institutes price transparency and comparison shopping in the event planning marketplace, creating an "Information 

10 Template" market that allows event organizers to obtain income from selling the rights to an event planning template 
to other event organizers, a "General Fund" that permits an event organizer the ability to generate and collect event- 
related income from, for example, the sale of advertising or broadcast rights, and, furthermore, facilitates the 
utilization of event related income (e.g. gifts) to directly offset event expenses. 

Accordingly, the event planning method and system proposed herein, also referred to herein as an "event 

15 planning engine" or "event engine", allows event planners, in general, and brides and grooms, in particular, the 
ability to focus on the overall results desired in event planning without becoming entangled in the mechanics of 
searching for vendors and coordinating their various services in the hope of achieving a desirable outcome. In 
addition, the event engine allows for new forms of revenue generating services, such as allowing the event planner to 
copyright and sell event engine rights as well as to receive consulting fees regarding the proper use of their 

20 templates. 

B r iefly, the inte r active r egist r y system in acco r dance with the invention transfo r ms the trad i tional b r idal 

r egistry pr ocess into an online clea r inghouse linking buyers (b r ides, g r ooms and guests) and selle r s (b r idal gift and 
service vendors) th r ough a novel online ma r ketplace conce p t that offe r s unique incentives to both p arties. Unlike the 
constra in ts of a t r aditional r egistry whe r e the gifts, the vendo r and the dono r a r c all ex pr essly limited in the available 
25 o p t i ons, the r eg i st i y system in acco r dance with the invention allows fo r virtually unlimited dive r sity of g i ft i tems fo r 
b r ides and g r ooms, greater dive r sity of giving o p tions for wedding gues t s, and the involvement of several com p eting 
vendo r s. 

The inte r active r egist r y system in acco r dance with the in vent i on is pr ima r ily an i nvention in the a r ena of 

business methods o r pr ocesses as a pp lied to the r ealm of c-'eommercc, o r Inte r net comme r ce. The r egistry system 
30 wo r ks i n the doma i n of e ' comme r ce as a so ' called vertical market p lace' o r 'eybennediaiy\ meaning that i t links a 
vai ' icty of buyers and selle r s in novel ways as the middleman within a s p ecific market niche, in the case of a bridal 
r egistry, wedding g i fts and se r vices. 

As yet, there is a total lack of wholesaling o r discount merchandising o p tions in the cur r ent wedding ma r ket, 
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cithe r in the domain of ccommc r cc o r in the vein of traditional comme r ce. The domai n of c-co i mncrcc is the p e r fect 
a r ena fo r such a market p lace to function because it conta i ns vi r tually unlimited r es o urces of infonna t ion, a la r ge 
va r iety o f vendo r s, guests, clien t s and gifts, and g r eat potential fo r c r eating and charting the r equisite da t abases of 
r egist r ies and dono r s. The Inte r net also ofic r s eflRciency and case in o r ganizing and coo r dinating the potentially ve r y 
5 complex and multifaceted in t e r media t ion pr ocess. 

The inte r active r eg t stty system in acco r dance with the invention offe r s u n limited o p tions to all p arties 

involved in, e.g., the wedding pr ocess: the b r ide and g r oom, the guests, and the vendo r s. The r egist r y system 
involves the existence of a website which functions as a ^cybc r mcdiaty* between all p arties, negotiating the best 
terms fo r all involved. 

10 The b r ides and g r ooms will benefit fro m unli m ited choice in gifts, pr ici n g and an economic r ewards system, 

described below. 

Guests will benefit fi - om the unlimited gift choices and gift g i ving customization options, described below. 

Vendo r s w i ll benefit from inc r eased volume of sales, 'free' advertising and a steady stream of new clients 

and r evenue. 

15 I n o r de r to achieve the objects above, an event p lanning method and system is p r o p osed in acco r dance w i th 

the invention, also r efe rr ed to he r ei n as an "event p lanning engine" or "event engine." The event engine allows event 
p lanne r s, in gene r al, and b r ides and grooms, in p a rt icula r , the ability to focus on the ove r all r esults desi r ed in event 
p lanning without becoming entangled i n the mechanics of sea r chi n g fo r vendo r s and co or dinating thei r va r ious 
services in the hope of achieving a desi r able outcome. In addition, the event engine allows fo r new forms of revenue 

20 gene r ating services, such as allowing the event p lanne r to co p yright and sell event engine r ights as well as to r eceive 
consulting fees rega r ding the pr o p e r use of thei r tem p lates. 

The event engine transforms the event planning process by creating an online database or datamart that 
collects, links and coordinates all event-related information needed to accurately and reliably reproduce the event 
again and again. By listing all event-related vendors, services, products, contracts and charges, another event planner 

23 can reproduce the same event over again at the same or similar cost without the need to recreate the entire exhausting 
event planning and creation process. Alternatively, the event engine is flexible enough to allow event planners to 
customize or tailor their event, without the need to re-plan and re-create the event from scratch. 

Essentially, the event engine provides a means for novel and simplified event planning processes that allows 
for a wider range of planning flexibility as well as new income sources for event organizers. 

30 rurtlicmioro, the pr ese n t invent i on pr ovides a sys t em and method fo r enabling an event p lanne r to possibly 

obtain, by means of a co p yright a pp lication, owne r shi p of the intellectual p r operty called an "event engine" or 
"knowledge tem p late." By co n structing and co p yrighting the event e n gine o r knowledge tem p late, the event 
organize r becomes a "knowledge tem p late owne r ." The knowledge tem p late owne r may subsequently r e p ackage, rf 
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market and resell goods and services that she has p urchased fo r an event into new and uacfiil fo r ms suitable for 
p u r chase and us e by othe r s r efe rr ed to he r e i n as "knowledge templa t e buye r s/' 

The system and method are im p lemen t ed in part by software that r uns on a cent r al Web site, although the 

system c o uld easily r un just as well by software that r uns on the knowledge tem p late owne r ^s com p ute r and 
5 knowledge tem p late buycr^s com p ute r utilizing a conventional p ecMO'pee r se r vice. 

Through this site, a consume r can p e r use and b r owse knowledge tem p lates in sea r ch of desi r ed se r vices and 

view those se r vices in useful forms. The se r vices can be classified by the type of event, the numbe r of p eople 
ex p ected fo r the event, the nature of the event, the theme of the event and/o r the geog r a p hic location. In the case of a 
wedding, fo r example, the cou p le will not me r ely view the wo r k of an individual cate r e r , band or dj (disc jockey). 
10 Rathe r , they will be able to view, in digital o r analog fo r m, the enti r e wedding. Thus, if a b r ide that wants a 

vegeta r ian, Scottish'Style wedding fo r 150 guests within a 250 mile r adius of he r given zip code will be able to find, 
fo r exam p le, the r esults of a sam p le knowledge tem p late sea r ch indicated in riG. 1 C. 

The results of individual service p r ovide r s such as p hotog r a p he r s and vidcogra p hers will also be available 

for view if desired. The type of views will va t y from event to event. To r extremely po p ular events, st r eaming media 

15 webcasts o r even cable b r oadcasts may be available. 

The business method outlined in the i n vention is scalcablc so that i t can encom p ass new pr ocesses and 

p otentialities. Such o pt ions include listing wedding se r vices as well as consumer goods, allowing fo r di r ect cash 
donat i ons and utilizing new o r changing methods of vendor ' sho pp ing, be it through an online auct i on o r an online 
p e r sonal sho pp e r . All a r e desc r ibed below. 

20 When the inte r active r egist r y system is used as a b r idal r eg i stry, it fiilfills a s p ecific need existing in the 

cu rr ent wedding marketplace in a new and innovate way. The cu rr ent wedding marketplace is highly fragmented. 
Some me r chants a r e small familyowncd businesses; othe r s arc large multinational chains. It is also ofte n a ve r y 
geogra p hically r egional i zed ma r ketplace. Hundreds of industries also conve r ge du r ing the wedding pr ocess. Tor 
exam p le, in the U.S. alone, the r e are mo r e than a half a m i llion vendo r s that could be conside r ed relevant to wedding 

25 p lanning i n such industries as r ece p tion venues, flo r ists, p hotog r a p hy, musicians, transpo r tation, pr inte r s and 

designe r s, jewel r y, travel, hos p ital i ty, clothing, and mo r e. This fragmentation of the industry by industry, vendor, 
r egion and a host of othe r facto r s has limited the ex i sting o p tions available to couples and limited the range of 
pote n tial custome r s available to wedding vendo r s and r etaile r s. 

This fragmentation has also c r eated huge ineffic i encies and frustration fo r both vendo r s and cou p les, 

30 because fo r each weddi n g, the pr ocess of vendo r -solicitation must be r c'c r catcd. The ave r age cou p le negot i ates with 
between ten and fifteen se p a r ate vendo r s, se r vices and r eta i le r s fo r an ave r age wedding. Meanwhile, the ave r age 
vendo r is constantly st r iving to diffe r entiate himself o r he r self in the ma r ket p lace to att r act the next gene r ation of 
wedding cou p les, as pr oduct and vendo r loyalty is less r elevant in a ma r ket that cate r s to once-in - a - lifetime events. 

10 
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With app r oximately 2.5 million weddings in the US each year, thcAC p rocesses of vendor hunting and cou p le 
searching are r ccnactcd seve r al millions of times eve r y year. This amounts to a lot of woman ^ years. 

The b r idal r egistry pr ocess in acco r dance with the i nvention pr ovides a solution to these pr oblems by 

effectively c r eating an online wedding marketplace that links all the various p arties and offe r s a constantly u p dated 
5 catalog of all the potential transaction o p tions to both the client and the vendo r . This will give the bride and gr o om 
the maximum choice and value, the vendo r s a central sou r ce and framewo r k in which to target new cou p les, and the 
guests the maximum flexibility i n gift g i vi n g. 

The b r idal r egistry i n acco r dance with the invention will function as both a directo r y lis t ing se r vice and a 

clearinghouse between the vendo r s, e.g., wedding p roduct and se r vice vendo r s, and t he use r s, e.g., the b r ide, g r oo m 
10 and guests. 

F r om the Cou p lers Pe r s p ective 

Through the inte r act i ve b r idal r egistry system in acco r dance with the invent i on, p otential items fo r a b r ide^s 

r egist r y w i ll be r anked in s p ecific catego r ies such as acco r ding to the lowest cu rr ently advertised p r ice, by b r and 
name o r by p roduct p o p ularity or, alte r natively, by means of an online auction whereby the me r chants compete to 
15 offe r the cou p le the lowest pr ice. Cither way, the cou p le will have a vi r tually unlimited r ange of o p tions fo r p otential 
r egistry gifts and the guaran t ee of the lowest p rice on these ite m s. Cou p les can also r equest cash donations, c i ther 
o p en-ended o r targeted to spec i fic forthcoming expenses, e.g., fo r a mortgage on a new home or for the cost of 
r enting the wedding hall o r for honeym o on ex p enses. 

The co n sumer p roducts that couples speci f y as desi r ed gifts can come from an almos t unlimited number o f 

20 individual vendors. The cybermedia r y o r website will list the items by acting as an impartial wedding di r ec t o r y o r 
listing se r vice, but will ideally collect a commission from the selected final vendo r in each catcgoiy. 

Through the bridal r egistry system, the couple will peruse the options available and m ake a tentative list of 

items desi r ed, c.g,, a toaste r , a mic r owave, and a car. De p e n ding on what they pr efe r , the cou p le can cithe r be 
specific in thei r wish list, e.g., a ICitehcnaid X-100 Model Multi"Dladc Blende r , o r list in gene r al te r ms, e.g., a 
25 blende r . These s p ecifications will then detennine the sco p e of the late r p r oduct bidding o r p r ice-com p arison among 
the vendo r s. 

The bridal r egistry system will also have links to co p ious sou r ces of info r mation and r efe r ences fo r each 

p ote n tial gift o r p urchase. Links may be to othe r a r eas of the website, such as pr evious cou p les^ feedback on thei r 
p r oduct o r vendo r p urchases, o r to othe r sou r ces of info m iation o n the Inte r net, such as pr oduct o r vendo r web sites. 

30 The cou p lers choices dete r mine what listings become ava i la b le to them and what o p tions arc o p en to th e 

guests. For exam p le, couples can ba r non - wish - list r elated guest purchases if they so choose, o r they can stipulate 
only cash contributions. 

The cou p le then d i stributes the In t e r net add r ess of the cybe r mediaiy to the i r guests. The guests then visit the 
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cybc r mcdiafy, obtain the data fo r the cou p le and p urchase from the selected gift o ptions aa s p ecified by the cou p le. 
Howeve r , the guests do not view the same info r mation about the pr oducts being purchased in te r ms of p r ice as the 
cou p le. 

The couple will ideally r eceive an additional bonus through usi n g the cybc r mediary. To r exam p le, the 

5 registry will c r edit a p e r centage commission of each p u r chase made th r ough the registry to the cou p le. This 

commission i s calculated to be a p e r centage of the diflFe r encc between the adve r tised pr oduct pr ice, o r the pr ice 
advert i sed to the guests p urehasing the pr oduct, and the actual pr ice of the ite m as solicited through the r egistry 
vcndo i^ buycr intemiediaiy pr ocess. This di f ferential and the cou p lers commissio n are made p ossible because t he 
regist r y always searehes fo r o r solicits the l o west pr ices in a n y given product line. This comm i ssion c r edit can then 
10 be used by t he cou p le to p urehase additional items as they choose through the registry process. The cybc r mediary 
will also ideally receive a commission from each p urchase based on the same pr ocess. 

In alte r native embodiments of the invention, the b r ide and groom have access to throe other methods fo r 

reduci n g thei r wedding costs. I n one embodiment, the cou p le may o p t to allow vendo r s to advertise thei r services 
cithe r at thei r wedding or at the cou p les^ registry and in turn receive monetary com p ensation o r a discount on 

15 se r vices r endered by the vendo r in r eturn fo r the advertising. In anothe r embodiment, the registry will facilitate the 
sha ri ng of wedding p lans and desired se r vices among regist r y use r s with the intent to allow shared access and 
payment obligations t o the same se r vice (and p ossible negotiations fo r a reduced cos t ). If, fo r example, two brides 
desire the same wedd i ng hall o r chureh o r tent rental at different times on the same day, then the use and ex p ense 
i nvolved in the r ental fees, deco r ating ex p enses and other fees may be shared. I t is conceivable that two couples may 

20 even share a facility at the same time in o r de r to obtain a level of se r vice that they could not affo r d individually, as 
would occu r i n obtaining an exclusive wedd i ng hall, o r , alte r natively, in o r de r to save money. Anothe r embodiment 
would allow vendo r s to modify the p r ice of se r vices o r rentals, such as the fee fo r a wedding hall with time if it 
became a pp arent that demand fo r such usage was goi n g u p o r down. In a case, for example, whe r e no usage is 
antici p ated a month pr ior to a g i ven date, the vendo r may allow significant discounts. This last emb o diment would 

25 apply 

The Revenue Management Systems (RMS), commonly utilized i n the ai r line indust i y to o p timize thei r 

revenue p e r flight t o the wedding indust r y. RMS, a pp lied t o t he wedding indust r y w i ll result in p otentially greate r 
usage of resourecs fo r vendo r s as well as p otentially increased savings f or cou p les. 

rrom the Gucsfs Pe r spective 

30 Guests will fi r st be notified by the cou p le of the Internet address of the i n te r active r eg i stry syste m . The 

guests will then v i ew a customized cou p le w i sh list' and a l i sting of suggested retail pr ices fo r each item on the list 
that co rr esponds to the cou p lers customizat i ons, sti p ulations and des i res. The r etail pri ces listed fo r the guest unde r 
tlic cou p lers consume r pr oduct wish'list' will co rr es p ond to the ave r age advertised ma r ket pr ices fo r items in other, 
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traditional bridal r egistries. 

If a guest chooses t o p u r chase one of these i t ems, once an item in a specific gift ca t ego r y is pu r ehased by 

t he guests, such as a blende r , that category listing is removed from future Registry listings for later guests. This 
ensu r es that the r e is no du p licate gift giving. 

5 At the time of gift p u r chase through the r egistry system, i.e., the cybe r mediary, the guest must pay the 

amount of the gift in fiill. Alte r natively, seve r al guests may combine to purchase an expensive gift o r se r vice in 
which case each guest will p ay thei r share of t he amount in full. This amount is then held by the cybermedia r y to be 
divided between the vendor, the cybermediary, and the c o uple. 

Guests also have additional o p tions through the r egist r y system. Tor example, they may choose to give 

10 something not on the list. The r egistry system will have re co r d e d whethe r this item was already giv e n o r not, just as 
t r aditional r egist r ies do. If the item was neve r listed by the cou p le, then the Guest may search a modified view of the 
com p le t e r egistry system pr oduc t listings that a r e simila r t o what the cou p le views, bu t with the pr ice infomiation 
modi f ied to include a suggested retail p r ice. In this way, the r egist r y system ensu r es that the cou p le will r eceive a 
commission oflF any item that any guest chooses th r ough the r egistry p r ocess. 

15 A guest may also sim p ly s p ecify a cash donation through the r egist r y system, i.e., the cybe r mediary, which 

is c r edited to the couple's account in the same way as p u r chase commissions. These fiinds can be sti p ulated by tlie 
gues t to be used only fo r s p ecific pu r chases, o r t hey can be o p e n »cndcd. The cou p le may then sho p accordingly 
through the r egistry system fo r the a p propriate i t ems using this cash dona t ion. If the guest so stipulates, they can then 
be notified of exactly how thei r cash gift was utilized. 

20 f r om the Vendo r 's Pe r spective 

Cou p les will first p ost thei r gift p r eferences with the r egistry system, which will be o r ganized into specific 

pr oduct catego r ies e.g., toaste r , blende r , p hone, etc. The spec i fici t y of the gift p r efe r ences will detemiine which 
vendo r s are able to compete fo r the pr oduct in question, i.e., whethe r a model numbe r o r b r and name a r e s p ecified 
fo r the pr oduct o r not. 

25 Vendo r s may com p ete through an auction pr ocess fo r each pr oduct listed on each cou p lers wish list. In the 

auction pr ocess, each vendo r will post the lowest pr ice they will be willing t o acce p t for the pr oduct listed. If the 
catego r y is vague, any pr oduct withi n the catego r y l i sted w i ll be acce p table fo r p osting, but it will be u p t o the couple 
to dete r mine which pr oduct they pr efe r from the pr oducts listed, even if the pr oduct they p r efer in that catego r y is 
listed at a highe r pr ice than anothe r lowe r - pr iced pr oduct. 

30 Alte r nately, the r egistry system may automatically price-shop amo n g seve r al vendors in any catcgoiy 

through a com p ute r compa ri son - sho pp ing system called a 'bot\ These bots are sometimes called p e r so n al 
sho pp e r s , o r online sho ppi ng assistants . They are co mp ute r pr og r ams that sea r ch the Inte r net fo r the pr oduct list e d 
and the pr ice listed using ce rt ain computer language pr otocols. In the case of the r egist r y system, these bots can then 
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c r eate comparative liste for the couple of diffe r ent r etaile r s on the Inte r ne t that a r c all selling the sanic p r oduct. 

De p ending on the final r evenue model of the cybcmicdiafy, the r egist r y system^s hot may only search 

selected r etaile r s aflfil i atcd with the cybe r mcdiary, o r it may sea r ch the enti r e Inte r net fo r each pr oduct listing. 
Howeve r , the r egist r y inte r mediary pr ocess will r emain im p artial throughout. Vendo r listings will always be free and 
5 o p en to as dive r se a selection of vendo r s as is r ational and feasible in each catego i y. Ce rt ain vendo r s may be 

excluded from the r egist r y system sea r ch if, fo r exam p le, they have consistently delive r ed infe r io r pr oducts to p ast 
use r s of the r egist r y sys t e m . 

Once a final listing of a pr oduct's lowest pr ice is found o r is awa r ded t hrough the auction p rocess, as soon as 

a guest r eg i ste r s to buy that item, the vendo r will r eceive a p a rt ial p ayment and the item will be held by the vendo r 
10 until the wedding and shi p ped t o the wedding couple. Upon receip t of the item by the couple, the cybemnediary will 
r elease the r e m aining p ayment fo r the item to the vendo r . 

Alte r natively, the vendo r will be p aid in acco r dance with a cont r act ag r eed u p on by the r egistry and the 

vendo r . 

The r eve r se r egist r y p rocess always guarantees p ayment to the vendo r because p ayment is al r eady held by 

15 the cybe r media r y befo r e the transaction with the vendo r is completed. This makes using the r egistry system, des p ite 
lowe r vendor ma r gins of sales, attractive t o t he vendors. 

The event coo r dina t ed financing system in acco r dance with the inven t ion t r ansfo r ms the money collection 

and s p ending pr ocess into an integ r ated on - line clearinghouse linking consume r s of event related p roducts and 
se r vices (b r ides and g r ooms and event organizers), selle r s of event r elated p roducts and se r vices (vendo r s) and 

20 r evenue gene r ato r s (gift give r s, ticket buye r s, Reve r se Registry use r s, advertisers and othe r s) through a novel online 
ma r ketplace conce p t that offe r s unique incentives to all of the involved p arties. In t r aditional collection and p ayment 
pr ocesses, cash gifts a r c collected and held in multi p le locations and have no direct connection to the account used to 
p ay the bills. This c r eates unnecessa r y com p lications in the p lanning, the p ayment and the accounting p rocesses 
associated with these events. Using the financing system in acco r dance with the invention, all accumulated fimds 

25 may be held in the same acc o unt fro m which the bills will eventually be p aid. TTiis allows the innova t ive financing 
system, for exam p le, to util i ze existing colla t e r al i n o r de r to offe r a loa n aga in st ant i ci p ated gifts and othe r event 
r elated r evenues. Alte r nat i vely, the financing sys t em can offe r a standing line of credi t to t he even t organize r which 
ca n be util i zed by the event o r ganize r to p ay evcnt 'r clatcd bills in antici p ation of cventTcla t ed gifts and r evenues. In 
th i s manne r , p ayment for cvcnt» r clatcd se r vices becomes simila r to a mortgage o r b ri dge loan with a short and fixed 

30 time span. 

The fi n ancing system in acco r dance w i th the i nvent i o n , also sometimes r efe rr ed to as the "General Fund" 

herein, may be designed to allow ve n do r s to r eceive p ayme n t gua r antees with the co n sent of the even t o r ganize r . 
Under this ag r eement, even t o r gan i ze r 's access t o the money available in an acc o un t will be rest r icted until 
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cont r actual cvcntTclatcd goods and se r vices have been fiilly paid> thus guaranteeing vendor payment, subject to 
contract fiilfillmcnt. 

The financing system in acco r dance with the invention is pr ima r ily an invention in the arena of business 

methods o r pr ocesses as a pp lied to the r ealm of c - co n mie r ce, o r Inte r net comme r ce. The financi n g system wo r ks in 
5 the domain of ccomme r ce as a so»called 'vertical ma r ket p lace' o r 'cybcrm e diaiy^ meaning that i t links a variety of 
buye r s and selle r s in novel ways as the middleman within a s p ecific market niche, in this case fo r exam p le, pro viding 
finan c ial se r vices fo r event o r ganizers. The financing system links cvcnt 'r clated g i fts, inc o me, loans and p ayments 
into a unique, single and r estricted account. 

The domain of e-comme r ce is a ve r y suitable arena fo r such a financial sys t em t o function because it 

10 contains virtually unlimited r esou r ces of i nfo r matio n , a large variety of vendo r s, gifts, even t - r elated income opt ions 
and great p otential fo r c r eating and charting the r equisite databases of vendo r cont r acts and loan obligations. The 
Internet also offe r s efficiency and ease in o r ganizing and coo r dinating the p otentially ve i y com p lex and multifaccted 
coordination p r ocess. 

: — As yet, there is a p e r ceived lack of financial se r vice o p tions in the cur r ent event management market, either 

15 in the domain of e - commc r ce o r in the vein of traditional comme r ce. While wedding loans, fo r example, arc 

available, there is cur r ently no way for a b r ide and groom to link thei r loan to gifts and othe r sources of income so 
that payment fo r wedding r elated goods and services is executed in an o r ganized and efficient manner. They may get 
a loan, but t hey still have t o sort out all of their bill payment obligations. Since their obligations may be quite 
com p lex, both in terms of ar r anging fo r timely p ayments as well as in te r ms of finding the available fiinds, the loan 
20 does little to hel p the couple i n an area whe r e they still need much hel p' time. 

The financing system in acco r dance with the inve n tion is designed to allow cou p les and event planne r s to 

save time by p utting all of thei r cvcnt 'r clatcd income and ex p enditure i n a single account with seve r al p ayment 
options that include automated p ayments to selected vendors. 

Furthe r , the financing system in acco r dance with the invention, offe r s a wide r ange of savings, p ayment and 

25 financing o p tions to all p arties involved in event planning (e.g., in the wedding pr ocess : the b r ide and g r oom, the 
guests and the vendo r s). The financing system utilizes the existence of a cent r al website connected t o a central 
database which functions as a financial 'cybemicdia r y' between all p arties. 

The event organize r s (b r ides and g r ooms) will benefit from wide r ange of fmancing, savings and p ayment 

o p tions fo r thei r event. They will also have access to a n o p tional and novel income ge n e r ating system, described 
30 below. 

Gift give r s (attending guests o r non - attending i n vited guests) w i ll benefit from easy access to safe and 

secure methods of giving cash gifts o r donat i o n s with a wide r ange of custom i zatio n o p tions. Fo r exam p le, guests 
may pay at any time they find convenient e i the r b efo r e o r afte r the event o r , alte r nat i vely p ay in installments. 
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Vendo r s w i ll benefit from inc r eased p ayment security (since the money is ^*in the bank'O, 'free' adve r tising 

and a steady stream of new clients and r evenue. 

Anothe r advantage is that the business method i n volved in the invention is scaleablc, such that it can 

encom p ass new pr ocesses and p otentialities. Such o pt ions include extending financial t o pos t- event services such as, 
5 in the case of weddings, home finance and mortgage financing, allowing fimds left ove r fr om event financ i ng to be 
di r ectly a pp lied, fo r exam p le, to home p urchase o r r ental. 

When the General fund financing system is used as a means of wedding financing, it fiilfills a s p ecific need 

existi n g in the current wedding market p lace in a new and innovative way. The cur r ent wedding p r ocess is highly 
fragmented r equi r ing multi p le p ayments and negotiations with vendo r s as well as cash gifts and pr esents from 

10 possibly hundreds of family friends and guests. The r e is thus a g r eat need fo r a centralized fund, such as would be 
created using the General Fund, to hel p the couple kee p an accu r ate and convenient t r ack of cvent 'r elated income 
and ex p enses. In add i tion, the financing syste m may be des i gned to a i d the cou p le by pr oviding easy access t o event 
financing that is linked to thei r account as well as novel means fo r generating income as desc r ibed below 
This fragmentation has, as mentioned above, c r eated huge inefficiencies and frustration fo r both vendo r s 

15 and cou p les, because fo r each wedding, the pr ocess of vendor ' solicitation must be r ec r eated ove r and ove r again. 

The ave r age cou p le ty p ically negotiates w i th between ten and fifteen se p arate vendo r s, se r vices and r etaile r s fo r an 
ave r age wedding. Meanwhile, t he ave r age vendo r is constantly st r iving t o diffe r entiate themselves in the ma r ketplace 
to att r act the next gene r ation of wedding cou p les, as pr oduct and vendo r loyalty is less relevan t in a ma r ke t that 
caters to gene r ally oncc - in^a - lifetime events. With a pp roximately 2.5 million weddings in the US each year, these 

20 pr ocesses of vendo r negotiations and cou p le sea r ching arc r c«cnacted seve r al m illions of times eve r y year. This 
amounts to a lot of man - hours o r labo r . 

The financing pr ocess i n acco r dance with the invention pr ovides a solution to these pr oblems by c r eating 

and pr esenting o p t i onal pr c"ncgotiatcd terms and contracts to both couples and vendors alike. This o p tion is intended 
to save both the cou p le and the vendors much time. In addition, the financing system will pr esent an o p tional se r vice 

25 that will guarantee vendo r payment subject to complete cont r act fulfillment. The financing system will, in this case, 
ideally pr ovide on-site p ersonnel to monito r contract fulfillment and pay vendo r s only af^er all p arties a r e satisfied. 
In th i s manne r , the cou p les st r ess level and frust r at i on w i ll be r educed, si n ce the task of monito r ing the vendo r s' 
p e r fo r mance will be in pr ofessional and qualified hands. The vendo r s will also be r elieved in the knowledge that 
p ayment will be forthcoming w i thout quest i on once the ir ha r d wo r k i s successflilly com p leted. In this manne r , the 

30 financing system offe r s solace to both the clie n t and the vendo r . This will give the bride and g r oom a simple solution 
to financing and p ayi n g fo r their wedding, the vendo r s a central source and framewo r k for p ayments and contract 
fulfillment, and the guests the maximum flexibility and case in giving cash gifts. 

In o p eration, once a Gene r al Fund account is o p en, the event o r ganize r will dist r ibute the Inte r net address of 
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the cybcmicdiary to their guests and vendors, along with a password ncccA&ary to access the relevant arcaa of the 
site. The guests who wish to give a cash gift then visit the website of the cybe r media r y, and select the amount and 
date of thei r gift. Othe r o p tions may include, but arc not limited to p aymen t by installments o r p ayments linked o r , 
alte r natively, to life events (such as the p urchase of a home). However, the guests do not view the same account 

5 information about the event as the cou p le. 

As mentioned ab o ve, the financing sys t em is designed to p r ovide the event organizer (b r ide and g r oom) 

access to o t he r methods fo r r educing thei r event (wedding) costs. I n one o p tion, the cou p le may o p t to allow vendo r s 
to advertise thei r se r vices at their event (wedding) and r eceive moneta r y compensation o r a discount on se r vices 
rendered by the vendo r in r etu r n fo r the advertising. In anothe r o p tion, the cou p le may op t to sell o r lease broadcast 

10 r ights of their event. Tamily and friends and othe r guests who could not make it to the wedding will p ay a fee fo r 

viewing the affai r in video o r streaming media fo r mat as b r oadcast over the Inte r net. Reco r dings and p hotos may be 
t r ansmitted and p aid fo r as well. Othe r sources of cventTclated fiinding may come from, fo r example, income 
generated by the r eve r se r egist r y o r , alte r nat i vely, by means of corpo r ate benefits o r co r po r ate matching ftinds that 
the Gene r al Fund has negotiated with specific employe r s. In all cases, the Gene r al Fund w i ll collect the ap p r o p r iate 

15 r evenues fo r the event o r ganize r . It is also conceivable that the event could be a " p aypcr ' vicw" ty p e of event in 

which the main stream of income would be from peo p le wan t ing t o sec the event at sites r emote from the event, e.g., 
a boxing match. 

I n anothe r embodiment, the financing system m ay be designed to facilitate the sharing of wedd i ng plans and 

desired services among registe r ed use r s with the i n tent to allow shared access and payment obligations to the same 

20 se r vice (and p ossible negotiations fo r a r educed cost). If, fo r exam p le, two b r ides desi r e the same wedding hall o r 
chu r ch o r tent r ental at diffe r ent times on the same day, then the use and ex p ense involved in the r ental fees, 
deco r ating ex p enses and othe r fees m ay be sha r ed. It is conceivable that two couples may even sha r e a facility at the 
same time in order to obtain a level of service that they could not afford individually, as would occur in obtaining an 
exclus i ve wedding hall, o r , alte r natively, in o r de r to save money. Anothe r embodiment would allow vendo r s to 

25 modify the pr ice of se r vices o r r entals, such as the fee fo r a wedding hall with time if it became a pp a r ent that demand 
fo r such usage was going u p o r down. This last embodiment would a pp ly fo r example, in a case whe r e no usage is 
antici p ated a month pr io r to a given event, the vendor o r su pp lie r may allow significant discounts. 

This would in o p e r ation be simila r to the Revenue Management Syste m s (RMS), commonly utilized in th e 

ai r line industry to o p timize thei r r evenue pe r flight, but would be a p plicable to the wedding industiy. RMS has not 

30 yet bee n a pp l i ed to the eve n t p lann i ng indust r y, in general, o r to the wedding indust r y, in particular. RMS, applied to 
the event p lanning and wedding industries will r esult in potentially greater usage of r esources fo r vendo r s as well as 
p otentially inc r eased savings fo r cou p les. 

The financing system pr ocess guai ' antecs payment to the vendor because p ayment i s already held by the 
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cybcmicdiaty befo r e the t r ansaction with the vendo r is com p leted. This r ende r s the financing system attractive to the 
vendo r s. 

With r espect to the ope r ation of the invention, the financing system is designed to enable couples will visit 

the WWWed website and p eruse existing potential catego r ies of pr oducts and services listed through the gene r al 
fiind listings. P r oducts will be divided into three gene r al areas; 

1. Financial Se r vices such as loans fo r event expenses. 

2. Payment Se r vices fo r event ex p enses. 

3. Revenue Gene r ating Se r vices fo r even t ex p enses. 

Cou p les will dete r mine which se r vices they will r equi r e and will c r eate an electronic lis t ing with WWWed 

that r eflects thei r choices. This listing can be updated by the c ou p le at any time and can be as s p ecific o r as gene r al 
in each catego r y as the cou p le desi r e and a r c customizable by the cou p le, o r use r , in seve r al ways. The r e is flexibility 
in r evenue gene r ating se r vices. The p r ocess fo r opting for advertising r eve n ues begi n s when the even t o r ganize r 
(cou p le) sub m its basic demog r a p hic data conce r ning the p lace and time of thei r wedding, the numbe r of expected 
guests as well as the guests^ home zi p code and age r ange. The event o r ganizer also submits pr efe r ences r ega r ding 
the ty p e of advertising that they would accept fo r their wedding. Advertising may take the fo r m of (but is not limited 
to)r 

1. advertising listed on the pe r sonal wedding invitation; 

2. advertising listed on an XML o r HTML based document, email o r other online fo r m of wedding 

invitation; 

3. advertising listed on an XML o r HTML based document, email o r othe r online fo r m of communication 

with friends, family and othe r p otential guests; 

4. advertising banners listed on a p e r sonal wedding website; 

5. advertising on a webcast o r video o r d i gital r e pr oduction of an engagement p a r ty; 

6. advertising on a webcast or video o r digital r e pr oduction of the wedding ceremony; 

7. advertisi n g on a webcast o r video o r digital r e pr oduction of the wedding r ece p tio n ; 

8. advertising on a webcast o r video o r dig i tal re pr oductio n of the honeymoon; 

9. advertising with p laca r ds p laced next to the pr oducts at the wedding ce r emony or the wedding r ece p tion; 

10. b r ochures p laced at guests' tables pr io r to o r du r ing the wedding r ece p tion; 

1 1 . P r omotional CD's o r othe r mate ri al in digital fonnat that may be used to pr omote a band o r othe r 

wedding r elated business o r businesses give n to guests^ pr io r to o r du r ing the wedding r ece p tion; 

12. fix^e samples of p r oducts with attached advertising distributed to guests p rior to o r during the wedd i ng 

r ece p tion or pr io r to o r during the wedding ce r emo n y. 

This data is pooled with the data of othe r event o r ganize r s. The advertising r equi r ements of potential 
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adve rt ise r s is alao pooled and cor r elated with the list of available events. Suitable events arc submitted to p otential 
advertise r s to r eview. If the p otential advertiser finds a suitable selection of evcnt(s) (wedding(s)) that meet their 
r equi r ements, the advertise r may offer the event organize r a contract fo r serv i ces. 

In orde r to ve r ify attendance of the ex p ected demogra p hic sam p le at the event, the administ r ato r of the 

5 financing system would a p point a r e p resentative to ve r ify attendance and othe r as p ects of cont r act fulfillment. 

Similarly, the event o r ganize r may sell b r oadcast ri ghts to thei r event (wedding). Individuals who wish to 

view a live streaming media p r esentation (webcast), video, p hotos o r othe r digital r e pr es e ntations o f the event 
(wedd in g) will p ay a fee to the administra t o r of the financing system, o r its r e pr esentative who will, in tu r n, give a 
p e r cen t age of all p aymen t s t o the event o r ganize r . 

10 The efTectivc use of an online cent r al database fo r event p lanning and im p lementation in acco r dance with 

the invention, st r eamlines the enti r e event p lanning p r ocess making com p lex tasks and events p ainless to p lan, to 
implement and to du p licate at a late r time. 

Typical lists fo r wedding p lanning, fo r exam p le, a r c quite com p lex. Conside r a typical agenda, desc r ibed in 

outline fo r m in FIG. 14 and listed in greate r detail in FIGS. IC and ID. 

15 Utilizing the event p lanning method and system in acco r dance with the invention, the pr ocesses i nvolved in 

p lann in g fo r and implementing the va r i o us agenda items listed in FIG. 14 can be made sim p le r , leaving the bride and 
groom and their r es p ective family and fi ' icnds with more time and ene r gy available fo r things mo r e im p ortant than 
wo rr ying about who exac t ly has to do what at a specific time. 

Utilizing t he event p lanning method and system as illust r ated in FIG. 17, the number of processes, and 

20 the r efo r e the amount of time, that the couple has to spend on wedd i ng p lanning and pr e p a r ation as desc r ibed in 

FIGS. IC and ID, is g r eatly r educed. Utilizing a "Six Sigma" a ppr oach to the pr ocesses involved in event p lanning, 
significant time savings a r c pr ovided to event o r ganize r s. Beyond the a p plication of Six Sigma methodology to a new 
area»event p lanning, the event p lanning method and system also involves the c r eation of a new fo r m of "bit engine." 

A method is thus pr o p osed fo r sha r ing event 'p lan n ing info r mation so that othe r inte r ested p arties who 

25 would be willing to pay fo r such p lanning in f o r mation may use it ove r again. Although wedding p lanning is 

mentioned as a p r efe rr ed embodiment, it is not desi r ed that the pr esent invention be limited to the exact construction 
and o p e r ation illust r a t ed and desc r ibed he r e i n. Acco r di n gly, all sui t able modification s and equivalents wh i ch may be 
r esorted to a r c intended to fall within the sco p e of the claims, since nume r ous modifications a n d va ri atio n s will 
r eadily occu r to those skilled in the art> 

30 With r es p ect to the weddings, a wide variety of businesses cate r to this large and highly fragmented ma r ket. 

Merchants r ange from small familyowned sto r es to national chains. AfTiHatcd businesses fi ' om other indust r ies such 
as t r avel agencies, home furnishing sto r es, de p artment sto r es, and hotels are also included. As a r esult of this highly 
heterogeneous mix of la r ge and s m all as well as local and national businesses, the wedding industry has become a 
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highly fiagmcntcd industry. This translates into a highly complex and fragmented wedding p lanning pr ocess fo r the 
ty p ical b r ide and g r oom that must deal with as many as t en t o fifteen vendo r s fo r a ty p ical wedding. This is furthe r 
com p lica t ed by the fact that these ten to fifteen vendo r s are the finalists in a selection p r ocess that can eas i ly involve 
many pro s p ective candidates fo r each vendo r catego r y. The r efo r e the ten to fifteen vendo r s wh o actually pe r fo r m the 
5 wedding r e pr esent a me r e ti p of the icebe r g in this r ega r d. 
This com p lexity is outlined in FIGS. 15 and 16. 

riG. 15 r e pr esents the typical stages involved in weddi n g p lanning in schematic fo r m while TIG. 16 shows 

the same scheme in a mo r e r ealistic fo r mat in which each subsequent ste p has a potential im p act on p revious ste p s. In 
a ty p ical case, fo r exam p le in which a b r ide and g r oom have settled on a p hotog r a p he r only to find out much late r 
10 that the p hotog r a p he r ^s contract is no t acce p table f or whatever r eason. This p laces the cou p le back four steps in wha t 
secms> on the su r face, to be a linear and o r de r ly pr ocess. 

Utilizing an event engine, as shown in TIG. 17, the cou p le eliminates much of the com p lexi t y associa t ed 

with traditio n al planning pr ocesses by r educing the amount of ste p s necessary to plan a wedding by one to two o r de r s 
of magnitude. This is es p ecially s i g n ificant since, while the t r aditional pr ocess as outlined in FIG. 16 a p plies to each 
15 and eve r y individual vendo r and su pp lie r , the event engine pr ocess takes into account all of the necessary vendo r s 
and su pp lie r s in a sim p lified linear manne r outlined in FIG. 17. 

One of the mos t difficult p a rt s of p lanning a wedding is the p r ocess of finding o ne^s local vendo r s. Using an 

event e n gine to pr e p a r e a wedding will make this pr ocess easie r by su pp lyi n g much of the de t ails that an offline 
wedding consultant would su p ply. Th i s sim p lifies the p r ocess of finding r eliable vendo r s in one p lace. 

20 Anothe r difficult as p ect of the p lanning pr ocess is the b r ide's anxiety about whethe r the vendo r will deliver 

its services as p romised. In fact, it i s antici p ated that the buye r of the event engine o r knowledge tem p late may 
c o ntact the owne r and selle r of the knowledge tem p la t e, and, for a fee, obtain additional details and advice rega r ding 
the use of the knowledge template in o r de r t o gain feedback r ega r ding the vendo r s^ r eliability and p e r fo r mance. The 
b r ide and groom can then r ead reviews and ratings from p r evious custome r s and ge t a sense of the vendo r 's se r vice. 

25 In addition, fo r a p ossible additional fee, the bride and g r oom ca n view p hotogra p hs and videos o r o the r d i gital o r 
analog r e p roductions fix)m the event engine and judge the effectiveness of the vende r s' perfo r mance fo r themselves. 

This effectively converts eve r y event engine o r knowledge tem p late owne r into a potent i al wedding 

consultan t r ega r ding the details of he r own wedding. (An event engine o r knowledge template owne r will be anyone 
ca p able of c r eating an event e n gine o r knowledge tcm p late -- whcthe r that ent i ty is pr ivate o r comme r c i al.) This 

30 solves some addit i onal pr oble m s fo r the wedding se r vice pr ovide r s. 

An additional pr oble m commonly encounte r ed by wedding serv i ce p r ovide r s is the difficulty to effectively 

ma r ket goods via the Web or via thei r Web sites. Because the custome r cannot p hysically inspect thei r pr oducts and 
sei ' vices via the Web it is desirable that the bride and g r oom have access to pr oduc t and se r vice r eviews, p r oduct and 
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service r atings, and othe r inf o rmation that can be r elied on by the custome r t o make an informed decision r egarding 
thei r wedding p lans. In many cases, howeve r , wedding se r vice p r ovide r s are small businesses and lack the r es o urces 
needed to gene r ate o r disseminate their se r vices. 

The pr esent invention allows b r ides and grooms, guests, vendo r s and other event o r ganize r s to p ost r eviews, 

5 comments, advice and other fo r ms of feedback r egarding the efficacy of any individual knowledge template fo r othe r 
event o r ganizers to see. Since the knowledge tem p lates will contain di r ect links to the vend or s associated with a 
given kn o wledge tem p late, this will allow furthe r means of encouraging as well as disseminating good se r vice, 

Positive r eviews that would be included with each even t engine o r knowledge tem p late would be a s o u r ce of 

essentially free advertising fo r such small businesses. In addition, phone consultation o r by a pe r sonal consultation 

10 with the knowledge tem p late owne r who lives in the same geog r a p hical a r ea will be anothe r cost effective source for 
referrals and new business. Since the r eviews as s ociated with each event engine will be available online and 
catego r ized acco r ding to zip codes and othe r means of classification such as style, cost and p hysical location (beach, 
hotel, cha p el), it becomes much eas i e r for the b r ide and g r oom to obtain r elevant informatio n r ega r ding the large and 
dive r se selecti o n of wedding service pr ovide r s available to them. This info r mation is es p ecially valuable if the bride 

15 and groom have chose n to p lan a wedding in an a r ea whe r e they do not live, fo r example, it may not be very easy fo r 
a bride and g r oom who are away at college to pr epare to inte r view and review all, or even a significant p ortion of, 
the many wedding se r vice p rovide r s available to them if they want to get ma rr ied in the geog r aphical location of the 
b r ide^s p arents, who may be located t housands of miles away, or, p e r haps, in another count r y. 
Anothe r p r oblem commonly faced by wedding se r vices is an inability to efficiently a t tract p otential 

20 consume r s to thei r Web sites. One way of attracting consume r s has been to ma r ket the site through television (fo r the 
la r ge r vende r s), r adio, news p a p e r and Inte r net advertiseme n ts o r listings at m ajo r wcdding 'r clatcd Inte r net sites such 
as ModcmDride.com. However, advertising a site using conventional methods ca n be ex p ensive, and can consume 
significant huma n r esou r ces. In addition, it is often difficult o r im p ossible to evaluate the cflFcctivcnes s of a giv e n 
advertisement. By connecting wedding service pr ovider's site to the b r ide and g r oom by means of an event engine or 

25 knowledge tem p late, the vende r has a qu i ck, inex p ensive and cfYcctive access to p otential custome r s. 
The p r esent invention addresses these and othe r pr oblems. 

Since onl i ne events handling benefits event p lanne r s the most, WWWed database design, in acco r dance 

with the invention, focuses on helping event admin i strato r s. These tasks include : 

Make it easy to offe r r e p eated events; 

30 Make it easy to collect, agg r egate, and view r egistrat i ons by event p artic ip ants ; 

P r ovide convenient means fo r communicating with event p art i ci p ants and contracto r s; 

P r ovide means fo r coo r d i nating the activities of event p artici p ants and cont r acto r s. - 

in o r de r to achieve max i mum efficiency data within the WWWed database is divided into activities and 

21 



Marked-Up Copy of Original Specification Showing Changes 
events. 

An activity is a kind of event; it is the type of thing fo r which peo p le r egister. Activities might be weddings 

o r kitchen r emodeling o r home imp r ovement pr ojects. An even t is an instance o f an activity. An even t might be a 
wedding taking place a t the New Yo r k Hilton Ho t el at 6 PM on Jun. 5, 2001 in New Yo r k City o r a ki t chen 
5 remodeling that was com p le t ed on Oct. 28, 1 999 in San F r ancisco. This dis t inction between activities and even t s can 
hel p event p lanne r s avoid r e p eated wo r k, fo r exam p le, the p lanni n g for a s p ec i fic ty p e of wedding o r kit c hen needs 
to be pe r fo r med only once. A knowledge templa t e can be used in accordance with the invention to c r eate all 
subsequent instances of the o r iginal event. In this manne r , majo r p lanning needs only to be perfo r med once, from 
then on, whenever they want to c r eate a new wedding o r kitchen based on a pr io r t em p late, they do n o t need to r epeat 
10 p lanning and en t ering the same info r mation. I n stead, they may simply make rela t ively minor modifications to the 
o r iginal template in acco r dance with a p a r ticula r event. These modificatio n s could include, fo r exam p le, whe r e and 
when a s p ecific even t takes p lace. This pr ocess makes it quite convenient to ofFe r simila r events on a r e p ea t ed basis 
based on a conrmon knowledge tem p late. 

Use of t he knowledge tem p la t e, in acco r dance wi t h the invention, will both cen tr alize and st r eamline the 

15 logistically c o m p lex event p lanning pr ocess. This st r ea m lining will allow event planne r s t o focus mo r e time and 
ene r gy on tlie implementation as p ects of event planning. In o r de r to su p po r t the implementation as p ect of event 
planning, key info r mation on event p lanne r s, vendo r s, staff, and othe r contacts is s t o r ed in WWWed database, 
offe r ing quick access to contac t infonnation when and whe r e it s needed. Schedule management will allow r eal time 
handling of event details, while a central task lis t will allow p lanne r s to view all event tasks eithe r all at once or by 
20 calenda r v i ew, if desi r ed in o r de r to build a succcssfiil event daybyday, task ' bytask. Othe r functi o nalities to be 

inco rp o r ated are the inclusion of a wireless messaging system t o kee p p lanne r s and vendo r s in touch with each other, 
the ability to allocate i ndividuals to dem o g r a p hic g r ou p s fo r p otential ta r get marketing as well as multi p le and c r oss - 
event r e p o rt ing, the r eby allowing event p lanne r s to t r ack vendo r s, guests and ex p enses ac r oss diffe r ent events. 

The invention the r efo r e o p e r ates both as a novel means of o r ganizing, sto r ing and r et r ieving event planning 

25 info r mation r elated to s p ecific events as well as a unique venue collecting income from the intellectual pr o p erty that 
is generated as a r esult of the event p lanning pr ocess. 

The event planning method and system in acco r dance with the invention is p rima r ily an invention in the 

a r ena of business methods or p r ocesses as a pp l i ed to the r ealm of c-conmic r cc, o r Inte r net comme r ce. The invention 
works in the domain of ccommc r cc as a so-called ve r t i cal marketplace' o r cybc r mcdiary\ meaning that it links a 
30 variety of buye r s and selle r s in novel ways as the middleman within a specific ma r ket niche, in this case, pr oviding 
event p lanning knowledge templates in a unique p ackage called ^^cvcnt e n gines" to even t o r ganizers. The event 
engine, as desc r ibed in the inventio n , links event ^r clatcd conce p ts, plans, p r oducts and services into a unique, 
integrated and unified knowledge tem p late. 
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The domain of e^commcrce is the perfect a r ena for such an event planni n g se r vice to function because it 

contains vi r tually unlimited r esources of infomiation, a large variety of vendo r s, and event r elated se r vices and 
pr oduc t s. The Inte r net also offe r s eflFiciency and ease in o r ganizing, coo r dinating, and streamlining the h i ghly 
com p lex and multifaccted event p lanning pr ocess. 

5 As yet, the r e is a lack of totally integ r a t ed service options in the c ur r ent even t p lanning marke t , cithe r in the 

domain of C ' commc r ce o r in the vei n of t r aditional commerce. Wh i le wedding p ackages, fo r exam p le, are available, 
they are inva r iably limited to a single vendo r o r a small g r oup of vendo r s with limited p lanning o p tions. That is fine, 
fo r exam p le, if a working b r ide has he r heart set on a wedding at a p a r ticular establ i shment. What should she do, 
howeve r , if she wants to p ut togethe r a ve r y special wedding of he r own? The invention offe r s a quick and easy r oute 
10 t o p lan and a rr ange a custom wedding without spending an ino r dinate amount of time in the pr ocess. 

The pr esent i nvention g r eatly r educes the com p lexity of event p lanning by d r amatically r educing the 

number of individual p r ocesses requi r ed to com p lete the enti r e event p lanning p rocess. 

In an expanded context, the inve n tion is designed to fac i l i tate a n integ r ated se r vice p ackage that includes, in 

the case of weddings othe r r elated se r vices beyond integrated wedding p lanning se r vices. These additional services 
15 include pr ema rr iage se r vices, sc r eening and counseling as well as p ost ' mar r iage counseling on a volunta i y basis. 
The p r emise of the se r vices will be to se r ve the needs of the cou p le as well those of a society that have a co n mon 
inte r est in fiirthe r ing and pr eserving a stable and fr uitful ma rr iage. This is the b r oad vision that the invention se r ves 
to farthe r . 

In a sense, the invention is seeking to integ r ate an unevenly a pp l i ed ma rr iage secto r w i th a fragmented 

20 wedding indust r y. 

The event engine o r knowledge tem p late pr ocess in acco r dance with the invention pr ovides a soluti o n to the 

p roblems p osed by a fragmented wedding indust r y by c r eating and presenting mass customized wedding p ackages in 
the fo r m of the event engine o r knowledge template. These p ackages may include pr c-negotiatcd te r ms and con t racts 
pr esented to both cou p les and vendo r s. In additio n , the event engine o r knowledge tem p late will pr esent an o p tional 

25 se r vice that w i ll gua r antee vendo r p ayme n t subject to com p lete cont r act fulfillment. 

In o r de r to maintain the highest p ossible levels of service, the eybe r media r y utilizing the event engine o r 

knowledge tem p late may h ir e onsite p e r sonnel to monito r contract fulfillment and p ay vendo r s only afte r all p arties 
a r e fally satisf i ed. In this manner the cou p les stress level will be r educed, since the task of monitoring the vendo r s^ 
p e r f or mance will be i n pr ofess i onal and qua li fied hands. The vendo r s w i ll also be r elieved in the knowledge that 

30 payment will be forthcoming without question once thei r hard wo r k is successfully com p leted thus offe r ing solace to 
both vendo r as well as cl i ent. 

Much as mass customizat i on has enabled consume r s to p u r chase custom made goods at mass pr oduced 

pr ices, the i n vention will enable eve nt p lanne r s in gene r al, and b r ides, in particula r , to ar r ange custo m weddings 
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(with mino r modifications to an existi n g knowledge template o r event engine) at relatively low p rices and, mo r e 

importantly, at g r eatly r edu c ed time cost fo r the b r ide and groom and their r es p ective families. 

The use of a knowledge tem p late allows c o uples and event p lanne r s t o save time by putting thei r enti r e 

event r ela t ed activities and obligations in one place. Utilizing the existence of a central website connected to a 
5 cent r al database which functions as a 'cybc r mcdiary' between all p arties, the event engine coo r dinates all event 

p lanning fimctions. Essentially, the event engine hel p s the event p lanner in an a r ea whe r e she needs much hel p 'time. 

Anothe r advantage is that the business method involved in the inventio n is sealcable, such tha t it can 

encompass new processes and potentiali t ies. Such o p tions include extending the event engine or knowledge tem p late 

to include othe r com p lex bus i ness and social activities that can be published co p y r ighted and shared such as p lans 
10 fer- 

1 . home im pr ovement pr ojects 

2. new kitchen des i gn pr ojects 

3. kitchen r en o vation projec t s 

4. birthday parties 

15 5. engagement p arties 

6 . confirmations 

7. sweet sixteen p arties 

8. graduation parties 

9. co rp o r ate affai r s 

20 10. fiind r aising ev e nts 

1 1. annive r sa r y p arties 

12. custom vaca t ions 

13. local advertising cam p aigns for products 

14. local advertising cam p aigns for se r vices 

25 15. local marketing cam p aigns fo r pr oducts 

16. local ma r keting campaig n s for sci'viccs 

17. local election cam p aign coo r dination 

18. weddings and wcddingTclatcd celeb r ations 

In addition t o the above, homes have an increasing variety of o p t i ons in the a r ea of electronic se r vices and 

30 entertainment. Cvcn with the cu rr ent limitations i n bandwidth, cable com p anies such as Time Wa r ne r , satellite 

com p anies such as Di r ect TV and Inte r net Se r vice Prov i de r s such as AOL offe r consume r s a myriad of p roducts and 
se r vice s . With the building of a new m ult i- million dolla r home fo r thei r CCO, Mic r osoft showcased the concep t of 
the elect r on i c ho m e o r "chome." Clea r ly, the i ntention in bu i lding this home is to showcase what may become 
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available, secne r o r la t e r , to the gene r al public. 

Therefo r e, imagine the co mp lexity of se r vices that will become available within the next 5 " 10 years when e * 

Home services, r anging fr om new types and fo r ms of ente r tainment to new and improved pe r sonal se r vices become 
available to the gene r al p ublic. The cur r ent list of o p tions in the area of electronic se r vices and entertainment will 
5 multiply as new vendo r s ente r the ma r ket. At that p oint, faced with a my r iad of multi p le p r oduct, se r vice, and vendo r 
o p tions the consumer of these se r vices will be inundated with an ove r whelming ar r ay of choices. 

Using the service planning method desc r ibed he r ein, the consume r will submit a confidential list of 

p r eferences t o the cybemnedia r y which w i ll r etu r n a list of service templates t o the consume r t hat match the 
submitted c r ite r ia. An exam p le of such a se r vice tem p late is desc r ibed in FIG. IT with r ega r d to C ' sc r vices and in 

10 FIG. IG with r ega r d to the selection of multipl e- charitable o r ganizations. In choosing a se r vice tem p late, as o pp osed 
to r esea r ching, contacting and contracting wi t h individual vendo r s, the consume r saves time and money while, at the 
same time, choosing tem p la t es tailor made to suit their own individual prefe r ences and lifestyles. 

Utilizing the existence of a cent r al website connected to a cen t ral da t abase which functions as a 

'cybcmiedia r y' between all p arties, the invent i on se r ves to coo r dinate all event p lanning functions. Event organizers 

15 will benefit from access to all event r elated services, goods and payments i n one convenient location. 

Briefly, the knowledge template o r event engine contains much o r all of the informa t ion and knowledge of 

pr ocesses necessa r y to r eco n s t ruct an even t . In a r e pr esentative ope r ation, event o r ganizers will p r oceed as usual to 
plan thei r weddings. Once they have p u t together a weddi n g p ackage that includes the p hotogra p he r , the cate r e r , the 
flo r ist, the musician, band, and all the r est, a database file o r datamart is c r eated on-l i ne which will list all thei r 

20 pr efe r ences and all thei r v e ndo r s. 

New event o rganize r s will search the database and t i y to find a (wedding) kn o wledge tem p late (o r "wedding 

tem p late") that mee t s thei r needs based on specified p arame t e r s, for exam p le, location, budge t and othe r facto r s. The 
database w i ll allow access not only to wedding p lanning info r mation, but t o actual views and reviews of the affai r as 
well. If the couple sees exactly the type of wedding that they have in mind, they fu r ther examine the p hotog r aphs, 

25 r eco r dings, c omments and othe r online mementos from that p articula r wedding tem p late. If they decide that is the 
type of wedding template that meets the needs of their own intended wedding, then, fo r a fee, that tem p late 
information will be r eleased to them, and with thei r app r oval, the cybe r mcdiaiy will ai r ange for the date and time to 
r e p lay that wedd i ng tem p late with all of the r equi r ed vendo r s. 

In this manne r the existing wedding template will successfully p r opagate itself over and ove r again utilizing, 

30 with minimal variations, the same vendo r s the same p eople who did the pr evious wedding us i ng the same wedding 
t emplate. 

I n addition, the pr esent invent i on allows seve r al classes of p artici p ants, including, event p lanne r s, guests 

and vendo r s to give feedback and comments r ega r d i ng a p articular event. This will allow fiitu r e use r s more options 
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with more usefiil and relevant info r mation. In addition, each individual info r mation o r knowledge tem p late can be 
linked with similar evcnta as well as with vendo r sites fo r additional info r mation and feedback. 

In its basic fomi, the even t engine o r knowledge template should contain, a t a minimum, several o r all o r the 

following infonnation elements : 

5 Time, p lace and numbe r of guests at the event; 

List of vend o rs that perfo r med wo r k at the event; 

B r eakdown of total costs for the event listed by vendo r"' including pr ice pe r guest; 

B r eakdown of total costs fo r the event listed by catego i y ■ ■including pr ice p e r guest; 

Mini m um and maximum numbe r of gucstS""including pr ice p e r additional guest beyond m i nimum; 

10 Pho t og r aphic, audio, o r video r eco r dings of the event, whethe r in digital o r analog fo r m; 

Comments by the consume r r ega r d in g the quality o r natu r e of the se r vices p e r fo r med; 

Religion and/o r cultu r e; 

Wedding colo r s 

Wedding Style (fo r mal o r infomial). 

15 A list of vendo r s w i ll include, but will not be limited to, seve r al o r all of the following se r vice pr ovide r s : 

1 . Reception Sites 

2. Flo r ists 

3, Photog r aphe r s 

4. V i dcog r a p hc r s 

20 5. ente r tainment 

6. Musicians 

7. T r anspo r tation 

8. Invitation/Callig r a p he r s 

9 . Jewelry Sto r es 

25 10. T r avel Ag e ncies 

In the case of a kitchen r enovation pr oject the knowledge tem p late should contain, at a minimum, several or 

all o r the following i n fo r matio n elements : 

A diag r am o r p h o tog r a p h of the o r iginal kitchen; 

A diagram o r p hotog r a p h of the new kitchen; 

30 List of contractors that pe r fo r med work p roject; 

Total cost of pr oject; 

B r eakdown of total costs fo r the pr oject mate ri als ; 

B r eakdown of total costs fo r the pr oject listed by contracto r ; 
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Commento by the consume r r egarding the quality o r nature of the wo r k and se r vices pe r formed. 

An exam p le of a kitchen r enovation tem p late i s shown in the combination of FIGS. Ill, II, IJ and IIC and 

riGS. 25O0. riG. Hi desc r ibes and evaluates vendo r s who performed s p ecific se r vices. TIGS. IMK list pricing 
info r mation fo r merchandise p urchased. TIGS. 25 * 30 show diffe r ent views of a kitchen renova t ion design. 

5 In anothe r embodiment, the event p lanning method and system in acco r dance with tlie invention will be 

designed to facilitate the shari n g of wedding p lans and desi r ed se r vices among registe r ed users with the intent to 
allow sha r ed access and p ayment obligations to the same service (and a p ossible basis fo r nego t iating a r educed r ate). 
If, fo r example, two b r ides desi r e the same wedding hall o r church o r tent r en t al a t diffe r ent times on the same day, 
then the use and ex p ense involved in the r ental fees, deco r ating ex p enses and othe r fees may be shared. It is 

10 conceivable that two cou p les may even share a fac i lity at the same time in o r de r to obtain a level of se r vice that they 
could not afford individually, as would occu r in obtai n ing an exclusive wedding hall, o r , alternat i vely, in o r de r to 
save money. Anothe r embodiment would allow vendors to modify the pr ice of se r v i ces o r rentals, such as the fee fo r 
a weddi n g hall with time if i t became ap p a r en t tha t demand fo r such usage was going u p or down. This last 
embodiment would apply fo r exam p le, in a case whe r e no usage is antici p ated a month pri o r to a given event, the 

15 vendo r o r su pp lie r may allow significant discounts. 

This would in ope r ation a p ply the Revenue Management Systems (RMS), commonly utilized in the ai r line 

indust r y t o o pt imize their r evenue per flight, to the event p lanning and wedding industry. RMS has not yet been 
applied to the even t p lanning indust r y, in gene r al, or to the wedding tndust i y, in particular. RMS, ap p lied t o the 
event p lanning and weddi n g industries w i ll result in p otentially g r eate r usage of r esources fo r vendors as well as 

20 p otentially inc r eased savings for couples. 

The event p lanning pr ocess gua r antees p ayment to the vendo r because p ayment, cithe r p a r tial o r full, i s 

al r eady held by the cybe r med i a r y befo r e the t r ansaction with the vendo r is com p leted. P r ovisions would be made to 
pr event r efunding of this p ayment u p on commitment by the vendor to delive r the goods and/or pcrfomi the sei'viccs. 
This renders the event engine system attractive to the vendo r s. 

25 An im p o rt ant benefit of the invent i on is that it allows the consume r of se r vices to benefit fr om the time and 

ene r gy pr eviously ex p ended by anothe r consume r o r b r ide in findi n g the best possible se r vice. The co n sume r may 
sea r ch fo r the highest quality, lowest p r ice, most conve n ient location o r whateve r quality o r qualities that the 
consume r finds attractive in a vendor. Afte r the se r vices have been successfiilly p erformed, the consume r may sell 
the info r mation that she has acquired as a k n owledge tem p late. Othe r s may use this knowledge tem p late, either as is 

30 o r i n a modified fonn, to p u r chase the same o r si m ila r service fo r thei r own needs. 

The use of an event engine o r knowledge tem p late fulfills a specific need existing in the cu rr ent weddi n g 

mai ' kctplacc in a new and no n- obvious way. The cu rr ent weddi n g marketplace is highly fragmen t ed. It is also often a 
v e ry geog r aphically r egionalized ma r ket p lace. Ma n y indust r ies also conve r ge during the wedding pr ocess. Fo r 
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example such industries r ece p tion venues, floristo, p hotog r a p hy, musicians, transportation, pr inte r s and designe r s, 
jewelry, travel, hos p itality, clothing, and mo r e are all r elevant to this s p ace. 

This fragmentation by industry, vendo r , r eg i on and a host of othe r facto r s c r ea t es a majo r headache fo r the 

negotiation and payment pr ocedu r es that arc involved in coo r dinating such a com p licated endeavo r . It also c r eates 
5 pr oblems for vendo r s who must negotiate, se r vice and bill multiple p arties. The invention thus has an ex pr ess 
p u r pose to sim p lify this complex p r ocess fo r all involved p arties. 

This fragmenta t ion also c r eates frustration fo r both vendo r s and cou p les since fo r each wedding the pr ocess 

of vendo r solic i tation must be c r eated ove r and over again. Typically, a cou p le negotiates with between ten and 
Fifteen se p arate vendo r s, se r vices and r etaile r s fo r thei r wedding. Meanwhile, vendo r s arc continually st r iving to 
10 diffe r entiate themselves in the ma r ket p lace to a t tract the next gene r ation of wedding couples. This is due t o the fact 
that pr oduct and vendo r loyalty is less r elevant in a market that cate r s to oncc ^ in ^ a - lifetime event. These pr ocesses of 
vendor hunt i ng and couple searching are constantly being r eenacted. 

The invention simplifies this situation by streamlining the enti r e pr ocess. It also p ro vides vendo r s with a 

straightfo r ward means of diffe r entiating thei r products o r se r vices to the b r ide and g r oom (the event o r ganizers). 

15 The invention is also designed to pr ovide new income sources to cou p les, such as selling and consulting 

r evolving a r ound the use and a p plication of a particula r knowledge tem p late o r event engine t o r ec r eate thei r 
wedding. This may also pr ovide newly wed couples and othe r event p lanne r s with additional sources of r evenue. 

As ment i oned above, the service p lanning method and system as a pp lied to the searching fo r and acqu i ring 

of C ' se r vices (such as an elect r o n ic home o r "e - home" services), takes the conce p ts of r ecommendati o n engines and 
20 choiceboa r ds and a pp lies them in a novel way to the r ealm of elect r on i c se r vices p lanning. 
BRIEF DESCRIPTION OF THE DRAWINGS 

The following drawings are illustrative of embodiments of the invention and are not meant to limit the 
scope of the invention as encompassed by the claims. 

FIGS. 1 A and IB are lists of goods and services associated with a wedding with an indication of the 
25 traditional payor. 

FIGS. IC and ID are wedding planning checklists itemizing goods and services for a wedding with an 
indication of the time frame for procuring them. 

FIG. IE shows a sample result from a search of wedding templates. 

FIGS. 1 F and IG show sample results from a search of service templates. 
30 FIG. IH shows a listing of vendors and pricing for a kitchen renovation template. 

FIGS. 1 1, 1 J and 1 K are material costs for a kitchen renovation. 

FIG. 2A is a flow chart of a traditional registry system e.g., a bridal registry system. 

FIG. 2B is a flow chart of a traditional event payment system e.g., a wedding planning/payment system. 
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FIG. 3 is a flow chart of the manner in which a database of gifts and services is created in the interactive 
registry system in accordance with the invention. 

FIG. 4 is a flow chart of the manner in which a gift or service is purchased in the interactive registry system 
in accordance with the invention. 
5 FIG. 5 is a flow chart of the manner in which a gift or service is exchanged in the interactive registry system 

in accordance with the invention. 

FIG. 6 is a flow chart displaying the various options available to a gift giver in the interactive registry 
system in accordance with the invention. 

FIG. 7 is a flow chart of the manner in which a gift giver may purchase a non-listed item in the interactive 
10 registry system in accordance with the invention. 

FIG. 8 is a flow chart of the options available to a gift giver who submits a cash gift to the interactive 
registry system in accordance with the invention. 

FIG. 9 is a flow chart of the manner in which the General Fund, a database of event-related incomes and 
expenditures, is created in a financing system in accordance with the invention. 
1 5 FIG. 1 0 is a flow chart of the manner in which income is accrued to the General Fund created in the 

financing system in accordance with the invention. 

FIG. 11 is a flow chart of the manner in which the financing system in accordance with the invention 
matches advertisers with targeted event organizers. 

FIG. 12 is a flow chart displaying the manner in which an event organizer submits payment requests to the 
20 General Fund in accordance with the invention. 

FIG. 13 is a flow chart displaying the manner in which the financing system matches buyers of event related 
tickets, services and supplies with providers of event related tickets, services and supplies in accordance with the 
invention. 

FIG. 14 is a flow chart of a traditional wedding planning process. 
25 FIG. 1 5 is a linear flow chart of the manner in which the event organizer plans and organizes an event. 

FIG. 16 is a dynamic flow chart, with feedback pathways, of the manner in which the event organizer plans 
and organizes an event. 

FIG. 1 7 is a dynamic flow chart of the manner in which the event organizer plans and organizes an event 
shown in parallel with a flow chart of the manner in which an event organizer plans and organizes an event utilizing 
30 the event engine, in accordance with the invention. 

FIG. 1 8 is a flow chart displaying the manner in which the event organizer submits the event engine for 
copyrighting and storage in an online a database in accordance with the invention. 

FIG. 19 is a flow chart displaying the manner in which the event organizer searches the online template 
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database for a suitable event engine in accordance with the invention. 

FIG. 20 is a flow chart displaying the manner in which the event organizer selects event engine(s) from the 
online template database and records her choice(s) in a history file in accordance with the invention. 

FIG. 2 1 is a flow chart displaying the manner in which the event organizer selects optional add-one to her 
5 event engine(s) and confirms her template selection(s) in accordance with the invention. 

FIG. 22 is a flow chart displaying the manner in which the event organizer pays for the event engine 
selected in FIG. 21, in accordance with the invention. 

FIG. 23 is a flow chart displaying the manner in which event reservations are entered into the online 
template database, in accordance with the invention. 
10 FIG. 24 shows a computer system for use in the invention, composed of both hardware and software 

elements, that provides a graphical user interface. 

FIG. 25 is a schematic diagram of an eastern wall of a kitchen renovation template in accordance with one 
embodiment of the invention. 

FIG. 26 is a 3-dimensional representation of an eastern wall of a kitchen renovation template in accordance 
1 5 with one embodiment of the invention. 

FIG. 27 is a schematic diagram of a southern wall of a kitchen renovation template in accordance with one 
embodiment of the invention. 

FIG. 28 is a 3-dimensional representation of a southern wall of a kitchen renovation template in accordance 
with one embodiment of the invention. 
20 FIG, 29 is a schematic diagram of a top-down view of a kitchen renovation template in accordance with one 

embodiment of the invention. 

FIG. 30 is a 3-dimensional representation of a top down view of a kitchen renovation template in 
accordance with one embodiment of the invention. 

DETAILED DESCRIPTION OF THE INVENTION 

25 Referring to the accompanying drawings wherein like reference numerals refer to the same or similar 

elements, FIG. 3 shows a flow chart of the operation of the manner in which an event organizer creates a database of 
gifts and services desired for a specific event for use in an interactive registry system in accordance with the 
invention for use as a bridal registry system. 

Initially, couples will visit the cybermediary (a website), sometimes referred to herein as the "WWWed" 

30 website (step 23-oval A), and view a display of existing potential categories of products and services listed through 
the registry's category listings (step 24). Categories may include appliances, music, china, and caterers. Potential 
products in the categories will include common wedding gifts like toasters and tableware and common wedding 
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services like hall rental or DJ hire. 

Thereafter, the couple will select a category (step 25) and a list of the products and services in that category 
will be displayed (step 26). A couple may be presented with the option of filling in the name of preferred vendors 
within a specific service category. The couple will then determine which gift(s) or service(s)s from that category they 

5 will require (or want) and will create an electronic listing with WWWed that reflects their choices (step 27). Once 
entered, this information will be transferred to an online registry database (step 28). (In the alternative, the 
information could be stored in the user's computer and transferred to the online registry database only after the user 
finishes selecting products and services. Further, the user could be empowered or authorized to download the entire 
menu of choices and select products and services at their convenience off-line.) This database will automatically 

10 reject errors and duplicates. This process will continue to enable the couple to select another category (step 30) or 
another product or service within a specific category (step 32) and avoid duplicate choices (step 30) until they have 
selected all desired categories and completed the database (step 34). This listing can be updated by the couple at any 
time by re-accessing the database and entering a unique registry code and can be as specific or as general in each 
category as the couple desire. These listings are customizable by the couple, or user, in any number of ways. Couples 

1 5 may choose to limit the kind of purchases or gifts that guests can purchase for them through the registry, such as 

limiting gift options only to cash gifts or only to consumer-products wish-list gifts. Couples may determine the type 
of specialized products or services that they want or require to reflect their needs, such as the special requirements of 
Indian weddings or Islamic weddings or weddings in Alaska or on a tropical island, or within a certain price 
spectrum. Only luxury gift items, for example, can be listed if the couple so desires. 

20 This electronic listing will be imported into the registry system (step 36-oval B), which will then function as 

either a product directory, a comparative price-shopper, or an auction-house for each of the products or services 
specified with relevant wedding vendors. The end result will be a listing of all the relevant wedding vendors for each 
product or service, typically ranked by price. 

Couples will also have the option to allow other couples in their geographical area to view selected 

25 information regarding their wedding service preferences. This will allow couples to share in the expense of wedding 
services in the event that the other couple(s) plan to have their wedding during the same time or on the [[on]] same 
day. 

When appropriate to the product or service at hand, the registry will function as a simple product directory 
or catalog. The registry will generate an updated listing of all relevant products or services, their vendors, their 
30 product information and prices for the category in question. It is then up to the couple to decide which item is best 
suited for them. 

When appropriate to the product or service at hand, the registry will function as a comparative price- 
shopper. A computer program known as a 'bot' will search vendor sites on the Internet for the product in question. It 
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will then generate a list for the couple of the products available, their vendors, links to product information and 
product prices. The listing will be ranked by price. Couples can either choose to manually pick amongst the vendors 
on the list themselves or have the registry automatically select the product in question from the vendor who lists at 
the lowest price. 

5 When appropriate to the product or service at hand, the registry will function as an online auction. Vendors 

will make bids under the relevant product categories to compete for the lowest price. Whichever vendor bids at the 
lowest price will receive the purchase order from the registry at the time of payment. 

For all processes, payment to each vendor will commence either whenever a guest chooses to buy the gift in 
question or whenever the couple chooses to buy the gift in question. If neither the guest nor the couple end up buying 
10 the gift in question, the listings are erased with no compensation given to the vendors. 

For all processes, the registry and its operator, e.g., WWWed, will remain an impartial intermediary 
between the vendors listed and the user, e.g. the couples, the registry will always list vendors for free. The Reverse 
Registry will not discriminate against certain vendors unless there is a valid and logical reason, such as a record of 
poor products or service. 

1 5 With reference to FIG. 4, the list of products and services is represented at step 38 and can be viewed by the 

event organizer whenever desired by visiting the website at which the list is maintained. The cybermediary has 
several options available to match the listed products and services with providers. As noted above, one option is to 
contact enlisted providers to obtain bids (step 40), or only specific selected providers as determined by the event 
organizer. Another option would be to use a "bot" to obtain the identification of an Internet merchant offering the 

20 product or service at the lowest price (step 42). The lowest bid or price obtained by the "bot" is then stored in 
association with the list of products and services (step 44) and can be shown to the event organizer (step 46). 

Couples or the event organizer will notify guests of the Internet location of the registry. The registry will 
provide for differentiated access to registry information to couples, guests and vendors. Using, for example, separate 
user names and passwords, the registry will provide a custom website containing information appropriate for the 

25 individual couple, guest and vendor. 

At their leisure, guests will visit the registry and view a list of potential gifts corresponding to the couple's 
wish-list as well as suggested retail prices of these gifts (step 45). The suggested retail price will invariably be a price 
greater than the lowest price bid by a provider or obtained through the use of a bot. The suggested retail price may 
also be a fixed percentage above the lowest price or a fixed amount above the lowest price. If a couple has specified 

30 only monetary donations, no gift options will be listed. Otherwise, the gifts listed and their prices will be derived 
from the average retail price of the gift in question on other bridal and consumer sites. 

If a guest chooses to buy one of the gifts listed (step 48), the guest will submit payment to the General Fund 
(step 50), an interactive financial vehicle for collecting and distributing all funds related to the event. Payment will 
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be made to the General Fund using checks, a credit card, a debit card, or other means, with the exact date of payment 
determined by the guest. In addition, the payment method may be any currently in use for Internet-based conrmierce 
as well as any new payment methods developed for Internet-based commerce. 

As soon as a guest chooses one of the gifts listed for purchase, that gift is removed from the registry listing 
5 for that couple and options will be made available to the event organizer to confirm or exchange the gift prior to the 
event or prior to the initiation of contractual obligations, whichever comes first (step 54-oval D, discussed below). 

FIG. 5 shows a flow chart describing how the event organizer may utilize the General Fund to exchange a 
gift or service within the registry. 

If the event organizer decides to exchange the gift or service (step 56), depending on whether the new item 
10 is a previously listed product or service (step 58), the event organizer will proceed to either step 52 (for a previously 
listed item-see FIG. 3) or, alternatively to step 18 for a new product or service (see FIG. 2B). The exchange process 
redistributes money from the General Fund to the products and services given the highest priority by the event 
organizer. Since priorities can rapidly change with time, this option allows the event organizer maximum leeway in 
dealing with both anticipated and unanticipated requirements prior to the actual event (step 60). 
15 On the payment date specified, the fiinds will be transferred to the General Fund (step 62). 

For services, after the General Fund receives payment, a portion of the fimd can be paid to the vendor, if 
required, prior to the event (step 50). The remainder of the fiinds will be paid on or after the wedding day, as 
stipulated by contract (step 62). 

For gifts, at the time of the gift's delivery, i.e., after the event (step 60), the remainder of the actual price of 
20 the gift as listed for the couple will be sent to the vendor (step 62). 

After all payments have been made, the differential between the actual prices paid by the General Fund and 
the listed retail prices as viewed by the guests will be divided between the General Fund and the cybermediary for 
facilitating the transaction through the registry system (step 64). 

FIG. 6 shows a flow chart describing the options available to the gift giver within the registry. 
25 The gift giver has several options in choosing to give a gift (step 66). The gift giver has the option of giving 

a listed gift (step 56) or unlisted gift (step 74), The gift giver also has the option of choosing to give a cash gift as an 
alternative or in place of a gift specified by the event organizer (steps 68, 70 and 76). In the event that the gift giver 
chooses to give a cash gift (steps 68 and 70) money is transferred directly to the General Fund account without 
stipulation as to the use of those fiinds. Such fiinds may be spent simply as the couple sees fit (step 72). If the gift 
30 giver chooses to give a gift which is not on the list, i.e., a non-listed gift, then they are directed to the menu of 
choices for selecting a gift in FIG. 8 discussed below. 

FIG. 7 is a flow chart describing the options available to a gift giver who submits a cash gift (including a 
check, credit transaction or e-credit transaction) to the interactive registry system in accordance with the invention. 
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Alternatively, as described in FIG. 7, a cash gift may be given in a complex fashion in accordance with the 
specifications of the gift giver, allowing flexibility in the way in which ftinds are given and in the way in which they 
are spent. Funds may be given in installments (steps 78 and 80), specified towards certain general expenditures or 
categories of expenditures (steps 82 and 84), or given with the requirement of other custom stipulations (steps 86 and 
5 88). The gift giver can be notified of the gift(s) or service(s) purchased with their contribution to the General Fund 
account (step 90). As soon as the gift giver decides upon a cash gift, the guest will pay that amount in accordance 
with their stipulations to the General Fund account using checks, a credit card, or a debit card with the exact date of 
payment determined by the gift giver (step 90). The payment method may be any currently in use for Internet-based 
commerce as well as any new payment methods developed for Internet-based commerce. The event organizer's 
10 account will be credited with the gift giver's payment on the payment date specified by the gift giver. 

FIG. 8 is a flow chart describing how a gift giver may select a non-listed item in the interactive registry 
system in accordance with the invention, i.e., an item which is not on the list presented to the gift giver (ftom step 
74-oval F in FIG. 5). 

The interactive registry system, as described in FIG. 7, is also designed to enable the gift giver to choose to 

1 5 give an unlisted gift to the event organizer (steps 73 and 74) (i.e., a gift which the event organizer has not listed). In 
this case, the guest may browse the product categories of the registry system, i.e., product categories at the 
cybermediary's website (step 20), and use the registry's comparative-shopping and directory-listing processes (steps 
22, 92, 94, 96, 98 and 100) in choosing the gifts, but the actual price of the items in question will be blocked fi-om 
view. Only the suggested retail prices of such items will be posted. The Reverse Registry will automatically block or 

20 warn the guest against purchases that overlap with previously bought gifts on the couple's wish list (step 96). If a 
guest decides upon an item for purchase, the process would follow the same steps as set forth above. 

Behind the scenes, out of view of the guests, the product listings for each item are available for browsing at 
any time by the wedding couple (step 46-FIG. 4). The wedding couple and/or event organizer has the choice of 
making very specific product decisions themselves or letting the registry find them the best price for each consumer 

25 item. As long as the wish list item in question has not yet been purchased by a guest, the couple may also alter the 
parameters of any gift listed. The couple may search for non~"wish list" gift registry related items using the registry 
as well. They may search for and purchase any product or service that relates to weddings in any way. This includes 
hall rental, musicians, mortgages, travel arrangements for the honeymoon, etc. They may also share this information, 
on a limited basis, with other couples in their area in order to share expenses. 

30 After all the gift givers have paid for their gifts by transferring funds into the General Fund account, the 

couple's registry account will have been credited with commissions from several guest purchases and/or cash gifts 
from certain guests. The couple can then decide to use these funds to buy further items through the registry or, after 
all obligations to pay for gifts and services have been met, withdraw the fiinds for use towards non-registry expenses. 
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However, if funds were given to the couple by a guest and stipulated for use towards certain tangible ends that could 
easily and logically be obtained through the registry, such as a home stereo or toaster, then the couple would be 
required to spend the designated funds on the designated item through the registry. Incentives for spending the funds 
using the registry system could be offered. General, non-specific stipulations of the gift giver may be left to the good 
5 faith of the event organizer. 

The event organizer may continue to use the registry for continued event related items such as wedding- 
related purchases or for general requirements for as long as required or as long as the General Fund account holds a 
positive numeric monetary value. 

There are numerous advantages of the interactive registry system described above, for all of the parties 
10 involved. 

With respect to value for the vendors, the registry business process will be useful for vendors by specifically 
linking them with interested and willing customers. This saves vendors time and money in other operational areas, 
such as traditional advertising. 

The registry described above also saves vendors time, money and frustration in contract negotiations, 
1 5 particularly for services-related vendors. A pre-arranged contract and its clauses can be arranged for any wedding 
services-supplier, such as a musician or a rented hall, such that these additional clauses do not have to be 
renegotiated or explained to each new client. A standard contract and arrangement will apply for each client solicited 
through the registry. 

The registry's website also effectively acts as advertising for these vendors within their niche product area. 

20 Advertising has traditionally been an expensive and problematic area of operations for most wedding vendors 
because of the lack of any centralized wedding-related directory. The registry system solves many of wedding 
vendors' most common problems, e.g., how to easily and inexpensively find new customers, how to easily and 
inexpensively promote the products or services in question, and how to easily and inexpensively promote the 
products or services and find new customers in new markets 

25 Through the registry system in accordance with the invention, vendors compete through various means for 

the couple's business. If a vendor were to receive an order through the registry, they would then be required to pay a 
pre-negotiated percentage-based commission on any revenues they acquire to the cybermediary. If they receive no 
additional sales, they pay no commissions. Any lessening of profit margins that may result from revenues gained 
through the registry auction or price-shopping systems and commissions will be offset by increased volume of sales. 

30 Furthermore, the registry will allow small local vendors national exposure which will help them attract couples 
outside the immediate geographical area who may be attracted to unique services, high levels of service or low 
pricing. 

Vendors also have the assurance that they will be paid in full and on time, since each purchase through the 
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registry can only take place with the appropriate funds available through the cybermediary. Vendors are thereby 
likely to encounter fewer payroll, legal or banking problems and fewer returns. 

With respect to value for the couples, the registry offers value for couples by providing them with virtually 
unlimited product and vendor selection and several methods of comparative shopping, whether by price or other 
5 factors. 

The process also gives the couples as much or as little involvement in the specifics of gift-selection as 
possible. Couples can choose to specify exact makes and models and oversee each purchase personally, or they can 
choose broad categories and have the registry's comparative system determine the best options from within those 
categories. 

10 The registry also offers a centralized source for researching product and vendor-related information, 

including feedback and comments from earlier couples. This information and the product listings generated by the 
registry are independent and are not in partnership with the cybermediary in any way, save for commission fees on 
revenues generated. The cybermediary's impartiality to its vendors is essential in maintaining the trust of couples and 
guests. 

1 5 The registry's operation greatly simplifies and streamlines the process of wedding planning by allowing one 

centralized mechanism for negotiating and comparing the products or services of many vendors. Rather than deal 
with dozens of vendors, a couple can now deal exclusively with the registry and the cybermediary. The registry acts 
as an impartial wedding consultant, helping to weave all the disparate pieces of wedding planning together. 

The registry's operation will make the selection of wedding service providers from far away locations much 
20 easier, thus allowing the planning of "destination weddings" to be less time consuming and less costly to the couple. 

The registry's operation will facilitate price comparison information. Pricing information regarding wedding 
gifts and services, currently difficult to obtain, will be made more transparent by the operation of the registry. 

Couples also receive financial incentives for using the registry, not only by finding the lowest price on any 
given item, but also in commissions on goods purchased through the registry by guests. Couples therefore have the 
25 most to gain by using the cybermediary. 

With respect to value for the guests, the registry offers value to guests by providing them with the maximum 
flexibility in gift giving. Guests can literally give anything they desire through the registry, including, but not limited 
to, an item on the couple's existing wish-list. 

Guests can be assured through the registry process that there will be no duplicate gift giving in any 
30 category. Guests can choose to give monetary donations if they desire, or stipulated monetary donations targeted 
towards specific purchases, or even anonymous donations. 

Other elements of the interactive registry system may or may not be subject to the same type of auction 
process or bot comparative-shopping process described above. The registry system may be used for any client 
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(couple and guest)-vendor/retailer exchange in the realm of weddings, and as such the specific process of 
intermediation or 'Cybermediation' between parties may change as is most relevant for the service or product in 
question. 

The auction or comparative shopping model might be the most appropriate method for negotiating between 
5 several vendors for common wedding gifts like blenders or toasters, especially if the model number and make are 
specified by the couple. However, the open-ended nature of the registry system allows for the guests to give 
unspecified items or pure cash gifts, and the registry system model can be applied to other purchases that the couple 
may need for their wedding aside from guest-related consumer goods. One of the unique characteristics of the 
registry business process is that it is not solely limited to 'gift registry' purchases as per traditional gift registries. 

1 0 For example, imagine a guest chooses to give $ 1 000.00 to the couple towards the cost of renting the 

wedding hall. Alternately, the couple supplies their own funds towards the hall rental. Either way, the process of 
seeking out a hall, comparing different options of various halls and deciding upon a hall can still be done through the 
registry process. However, since the process of choosing a hall is much more subjective, with many more variables 
involved in the decision process than simple price-shopping, the process employed by the registry to list and 

15 comparison shop between the hall options must thereby also change. Perhaps in such a case, simple, unranked 

directory-style listings of the different halls and their best available rental rates will be made available through the 
registry to the couple, and it will be at their discretion to choose between the listings, regardless of price or other 
variables. 

The application of the interactive registry system to the services sector will provide the greatest value for 
20 couples, as services have the most discretionary pricing methods and are also the hardest to negotiate because of the 
many variables involved in each case. Using the interactive registry system, the terms of negotiation for the service in 
question will be clearly stipulated within the vendor's listing or bid, which will benefit both the vendor and the client. 

No matter what the purchase, whether it is a product or a service, or who is paying for the purchase, whether 
it is the guest or the couple, or the method of intermediation between vendor and buyer used, whether it is auction, 
25 comparative price-shopping or a simple directory listing, the interactive registry business process will still be the 
method whereby the transaction between the vendor and the client (the couple and the guests) was initiated and 
fulfilled. The invention can thus be applied as an intermediary between any wedding-related product or service and 
any user or client. 

In view of the foregoing, the interactive registry system in accordance with the invention provides 
30 significant advantages. The registry is both necessary and useful because it is based on the principles of flexibility, 
scalability, simplification, and user-based rewards. As a proposed one-stop vertical shopping source for weddings, 
the registry allows all parties involved in the wedding process maximum flexibility and options in the commerce- 
related decision-making process, whether it is the couple deciding upon the gifts to be given or services solicited, the 
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guests giving the gifts, or the vendors deciding their terms of service or consumer sales. Guests can give monetary 
gifts through the registry, for example, for the first time. It also allows maximum flexibility in choosing the 
appropriate intermediary process between couples and vendors, whether it is an auction, directory listings or 
automated price-based comparative shopping. 
5 The registry is scalable to meet the changing dynamic of each wedding party and the global wedding 

industry. The registry system can easily accommodate as many couples, guests, vendors and comparative shopping 
or listing methodologies within the registry format itself as there is a demand for. The registry can also be applied to 
the purchase of other wedding-related products or services not associated with a traditional wedding gift registry, 
such as hall rental or mortgage-shopping. 

10 Further, the registry greatly simplifies the process of planning and negotiating the elements a wedding for 

all parties involved: the couples, the vendors and even the guests. Couples no longer have to hunt out each supplier 
in the wedding equation independently and negotiate individually with these vendors. Similarly, wedding vendors no 
longer have to continually solicit new couples for new business, except to the extent they have a listing through the 
registry. Guests can be almost guaranteed that, if they use the registry, no matter what product or service they buy for 

1 5 the couple, it is not duplicated by another guest. 

Yet another advantage provided by the registry is that it offers tangible economic rewards, potentially to all 
users. The couple receives monetary commissions on all gifts purchased through the registry, as well as the benefit of 
the lowest price on any item purchased. The vendor increases its volume of business and is also able to stipulate the 
terms of his or her own sale as per the going market rate in that sector. The guest is never charged more than the 

20 going retail rate in the wedding registry business for any consumer item, and could conceivably be charged less. 

The interactive registry system described above differs fi-om existing registry, systems, e.g., the traditional 
bridal registry system described above, in that it is essentially the reverse of the traditional registry process. The 
traditional wedding registry is vendor-based: one vendor's modus operandi serves as the central wedding source and 
process for all guests and the couple. The registry system in accordance with the invention inverts that relationship 

25 such that the couple's desires, via the cybermediary, serves as the central driver and source for .all guests and 
vendors. 

As a result, the registry gives tangible economic benefits back to the couple. A traditional wedding registry 
funnels all economic surplus back to the vendor. 

In light of the reversal of the traditional registry process, the registry in accordance with the invention 
30 allows multiple vendors to compete for each couple or purchase. A traditional registry has couples and guests vying 
for the products or services of one vendor. 

Furthermore, the registry in accordance with the invention allows for total scalability. The traditional 
wedding registry is limited by the capacity and abilities of a single vendor. The registry in accordance with the 
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invention can also be applied to traditionally non-registry related purchases, such as mortgages or wedding hall 
rental. A traditional registry cannot. 

It is recognized that the Internet is currently used in bridal registries. Indeed, there are several online bridal 
registries and bridal service groups operating in the domain of e-commerce. Some of the most major examples 
5 include (some are listed by their websites): 

WeddingChannel.com 

The Knot.com 

Wedding41 l.com 

ModemBride.com 
10 1800Wedding.com 

However, none of the existing sites are attempting to create an interactive, reverse bridal registry system as 
described above. 

WeddingChannel.com, theKnot.com, and ModemBride.com serve essentially as traditional gift, registries 
that function through strategic partnerships with specific wedding vendors. They do not comparative price-shop or 

1 5 offer vender-impartial listings. As in a traditional registry system, all economic benefits are retained by the vendors 
themselves. They are neither flexible nor scaleable. 

Wedding41 l.com attempts to provide vendor listings to couples, but operates through existing database 
listings rather than the constantly refreshed listings generated by a comparative shopper or auction process. These 
listings are also product or service-specific, and Wedding41 l.com does not attempt any level of cybermediation or 

20 economic rewards system. Essentially, the online registry process is not scaleable and does not attempt the same 
process of cybermediation. 

1800Wedding.com attempts a similar limited process of cybermediation, but does not utilize the same 
flexibility of listings, vendor-solicitation or couple-based user rewards. Essentially, their online registry process is 
not scaleable and reflects traditional vendor-based processes. 

25 A primary difference between other online registry processes and the invention lies in the scaleable 

economics of the business process itself The invention generates a commission for its operator, in this case the 
cybermediary, through vendor-purchaser intermediation that can be effected through any number of means: through 
auction, through comparative price-shopping or through directory-style listings, or other as-yet unknown 
comparative listings methods. The registry system in accordance with the invention also channels commissions back 

30 to the user, e.g. the couple, though its use. 

By contrast, traditional bridal registries generate revenue through partnerships with a limited number of 
vendors and through advertising from a limited number of vendors. That renders them biased and partial, whereas 
the cybermediary used in accordance with the invention will list vendors as an impartial intermediary, possibly for 
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Essentially, traditional registries are vendor-based and not couple or user-based in their economic structure. 
They are also not scaleable beyond the gift giving element of weddings. The invention is a scalable business process 
that is flexible, customizable and user-driven. 
5 It is recognized that selected industries use Internet-based intermediation between vendors and users that is 

commission-based rather than vendor-partnership or advertising-based. An existing example of such a system can be 
found in non-wedding related industries such as construction with the website ImproveNet.com. However, this 
process has yet to be applied to the complex and highly fragmented wedding-industry marketplace. As well, the 
commission-based revenue model is not what makes the business process novel and unique. It is only one facet of the 
10 registry system in accordance with the invention. 

The registry in accordance with the invention is thus novel and unique through its unique application of 
several existing business processes into the wedding marketplace and its inversion of the traditional wedding registry 
business process. 

Among other important aspects, the registry system in accordance with the invention is couple or user-based 
15 in its methodology. A traditional registry is vendor-based. This user-based functionality has never been attempted in 
the wedding marketplace before. 

The registry system in accordance with the invention is based on the principle of vender-impartial listings 
that are meant to most benefit the couple, or user. A traditional registry cannot be vendor-impartial. 

The registry system in accordance with the invention generates scaleable monetary commissions, or user- 
20 based rewards, for its users. This user-based reward system has never been attempted in the wedding marketplace 
before. 

The registry system in accordance with the invention allows for monetary contributions by guests for later 
gift-purchase by the user. This is an inversion of the traditional registry process, whereby the guests are only allowed 
to purchase gifts already stipulated by the user. 
25 The registry system in accordance with the invention is dynamic and constantly updateable. Its listings are 

generated 'on the fly' using either a hot for comparative shopping or listings or an auction process. This type of 
dynamic and updateable listing has never been attempted in the wedding marketplace before. 

The registry system in accordance with the invention is scaleable and flexible. It can be applied outside the 
sphere of the traditional registry, towards purchases of other wedding-related products or services. Also, it can 
30 encompass virtually unlimited numbers of gifts, vendors, or products and can accommodate virtually unlimited 
numbers of couples, vendors or guests. This type of scalability and flexibility has never been attempted in the 
wedding marketplace before. 

Finally, the registry system in accordance with the invention is customizable and reflects the preferences of 
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the user. Items available for purchase by the guests or the types of products listed through the registry are solely 
based on the user's wishes. A traditional registry reflects primarily the preferences of the vendor. 

Reference is made above to a General Fund account (steps 50, 62, 72, 90 and 100). The creation of a 
General Fund account can be used for applications other than in conjunction with the organization of the receipt of 
5 monetary gifts and payment for services for a wedding. 

As described above, the financing system in accordance with the invention allows event planners, in 
general, and brides and grooms, in particular, to focus on the event planning process without becoming intimately 
involved in the mechanics of collecting cash gifts and paying vendors. In addition, the financing system allows for 
new forms of revenue generating products and services, such as advertising and broadcast rights, to help finance such 
10 events. Using the financing system, these additional sources of revenue are integrated seamlessly into the event 
planning process. 

However, the financing system can be used is a much broader manner in the planning of an event, including 
events in which gifts are not usually given by guests. Using the financing system in accordance with the invention, it 
is possible to simplify the event planning by providing an intermediary with predetermined objectives and functions 

1 5 between service and good providers and the event organizer. 

Generally, the financing system in accordance with the invention transforms the financial aspects of the 
event or party planning process by creating an on-line clearinghouse linking event organizers (corporate event 
planners, brides and grooms), gift givers (guests, employers), and vendors (financial institutions, advertisers and 
service vendors) through a novel on-line marketplace concept that offers unique benefits and incentives to all 

20 involved parties. Essentially, the financing system allows for a wide range of financial flexibility for event 

organizers, allows a greater diversity of giving options for gift givers, and opens novel advertising venues for 
vendors. 

Referring to the accompanying FIGS. 9-13 wherein like reference numerals refer to the same or similar 
elements, FIG. 9 shows a flow chart of the manner in which the General Fund, a database of event-related income, 

25 cash gifts and expenditures, is created in accordance with the invention. 

Initially, event organizers (couples) will visit the cybermediary (a website), sometimes referred to herein as 
the "WWWed" website for the purpose of opening a general fiind account (step 224). The site will allow planners a 
choice (step 226) of selecting and modifying and completing a pre-existing template (step 228) consisting of 
common choices for the general fund, or, alternatively creating a completely new template (step 230). The new 

30 template will describe the types of cash gifts and payment options that the event planner will accept as well as 
preferred and desired income options elected by the event planner, A display of existing potential categories of 
options will be listed. These categories include, but are not limited to acceptable types of cash gifts, vendors who 
will be given guaranteed payments from the general fund, types of advertising and broadcast rights options, as well 
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as corporate gifts and corporate matching funds, if available. The information, once completed, will be transferred to 
the general fiind database (step 232). The general fund account will then be available to collect gifts, savings and 
income as well as to pay expenses (step 234) at that point in time. 

FIG. 10 shows a flow chart of the manner in which income is accrued to the financing system in accordance 
5 with the invention. Income from multiple sources such as gifts and donations (step 236), an event registry (step 238), 
loans (step 240), advertising revenue (step 242), personal savings (step 244) and other forms of event-related 
revenues such as from the sale of broadcast rights to the event (step 246) are collected and processed by the general 
fund (step 248). The event registry may be as described above with reference to FIGS. 3-8. 

FIG. 1 1 shows a flow chart of the manner in which the financing system matches advertisers (or other 

10 service providers) with targeted event organizers in accordance with the invention. The event organizer lists her 

preferences with regard to the amount and type of advertising that is acceptable at a particular event (step 248). The 
event organizer also preferably submits data concerning the guests, e.g., the demographic makeup of her guests (step 
250). This information is then transferred to a database (step 252). The advertiser (or other service provider) also 
submits a list of preferences (step 254) and target demographics (step 256) to a common database (step 258). The 

1 5 information from both the advertiser (or service provider) and the event organizer is then pooled and matched in a 
central database (step 260). If a match is found the advertiser may prepare a contract (step 262) to present to the 
event organizer (step 264) to accept (step 266) and sign (step 270). Both the advertiser as well as the event organizer 
may decline (step 268) prior to signing of the contract. The contract may be a standard form contract used by the 
financing system. Once the contract is signed the general fund (step 272) is set to collect income from the fees 

20 generated by advertising, broadcast rights or other services. 

FIG. 12 shows a flow chart displaying the manner in which an event organizer submits payment requests to 
the general fimd account in accordance with the invention. When the event organizer or other approved agent 
requests payment from the general fund account (step 274), the payment request is first screened for possible 
restrictions (step 276). If restrictions have been set up for a particular account, then the general fund will request the 

25 event organizer to modify the request to meet restriction requirements (step 278). If no restrictions have been set up 
or if the restrictions have been met for a particular request, then the request is passed to the general fund database 
(step 278) and payments will be processed for event-related expenses (steps 280 and 274), such as payments for 
services, loans, or other event-related expenses. The event organizer may continue to use the general fund for 
financial management as long as the general fund account holds a positive numeric monetary value. 

30 FIG. 1 3 shows a flow chart displaying the manner in which the buyers of event-related tickets, services and 

supplies are matched with providers of event-related tickets, services and supplies in accordance with the invention. 
The buyer lists preferences such as the desired date, time, acceptable price range and type of event (step 282). This 
information is then transferred to a database (step 284). The provider also submits data concerning the availability of 
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tickets, services or supplies with regard to date, time and location (steps 286 and 288). The information submitted in 
steps 284 and 288 is then pooled in a common database for comparison and matching (step 290). If a match between 
the buyer and provider is not found (step 292), the buyer is allowed to revise the list of preferences in order to get a 
match (step 282). The provider may revise their submitted data at any time prior to acceptance of a contract based on 
5 proffered tickets, services or supplies. If a match between the buyer and provider is found (step 292) an offer is 

presented to the buyer to review (step 294). If the buyer declines the offer, the buyer is allowed to revise her list of 
preferences (step 282). If the buyer accepts the offer (step 296), payment is made (steps 298 and 300). All payments 
are processed by means of the administration of the general iund account (step 300). 

The financing system utilizing a General Fund account offers unlimited options to all parties: the event 

10 organizer, the guests, and the vendors. The invention will allow WW Wed to function as a 'cybermediary' between 
all parties, providing convenient access to all bills as well as new sources of income for the event organizer, an 
efficient means of giving cash gifis and payments to guests, and guaranteed payment options for vendors. More 
specifically, event organizers will benefit from access to all event related bills and services in one convenient 
location. Guests will benefit from the expanded options and convenience when giving cash gifts. 

1 5 Vendors will benefit from increased confidence that bills will be paid in a timely fashion. Furthermore, 

another advantage is that the invention is scaleable such that it can encompass new processes and potentialities. Such 
options include new methods for developing event related income, new sources of event related financing as well as 
the permission marketing related benefits that become available to extend the life and usability of the financing 
system to other post-event financing such as mortgages and home loans. All are described below. 

20 The financing system thus would fulfill a specific need existing in the current wedding marketplace in a new 

and non-obvious way. The current wedding marketplace is highly fragmented. It is also often a very geographically 
regionalized marketplace. Many industries also converge during the wedding process. For example, such industries 
as reception venues, florists, photography, musicians, transportation, printers and designers, jewelry, travel, 
hospitality, clothing, and more are all relevant to this space. This fragmentation by industry, vendor, region and a 

25 host of other factors creates a major headache for the negotiation and payment procedures that are involved in 

coordinating such a complicated endeavor. It also creates problems for vendors who must negotiate, service and bill 
multiple parties. The General Fund is an invention with the express purpose to simplify this complex process for all 
involved parties. 

Use of the financing system will also provide new income sources to couples, such as selling advertising 
30 and broadcast rights to their wedding. This provides brides and grooms with additional sources of income to pay for 
their wedding. 

For advertisers, this provides a new and convenient means of access to a much sought after demographic 
group-newlyweds, their friends and their family. Newlyweds between 20-40 account for a great deal of purchasing 
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power before, during and after their wedding. This group accounts for a significant share of purchases, for example 
of new furniture and housing. Certainly advertisers would jump at the chance to reach this market. 

For vendors, the financing system provides for direct payment to the vendors on behalf of interested and 
willing customers. This saves vendors time and money in other operational areas, such as delayed payments and bill 
S collection procedures. The financing system also saves vendors time, money and fiiistration in contract negotiations, 
particularly for services-related vendors. A pre-arranged contract and its clauses can be arranged for any event 
service supplier, such as a musician or a rented hall, such that these additional clauses do not have to be renegotiated 
or explained to each new client. A standard contract and arrangement will apply for each client solicited through the 
existence of the financing system, e.g., through registrants at the website. The website also effectively acts as a 

10 means for financial institutions to gain the trust of a demographic group that can be expected to yield a large lifetime 
value to the institution as well as providing advertising for these institutions within their niche product area. Through 
the financing system and its associated website and operation in connection with events, advertisers gain access to an 
easy, economical and effective means of reaching a demographically desirable population such as newly married 
couples, their fi'iends and families. This is all done with the expressed permission of the event organizers (brides and 

1 5 grooms). Advertising has traditionally been an expensive and problematic area of operations for most wedding 
vendors because of the lack of any centralized wedding-related directory. The financing system solves many of 
wedding vendors' most common problems, namely, how to easily and inexpensively find new customers, how to 
easily and inexpensively promote the products or services in question; and how to easily and inexpensively promote 
the products or services and find new customers in new markets 

20 As to providing value to the event organizer or the couple in the event of their wedding, the financing 

system offers value for couples by providing them with a central account that effortlessly coordinates and reconciles 
all event related cash gifts, income, expenses and finance vehicles such as loans. This saves countless hours and 
reduces potential event related stress since the event organizer (couple) will have a clear and concise picture of event 
related finances at all times. The implementation of the financing system also offers a centralized source for 

25 researching account status and practicing "what if scenarios with their event and post event fmancing. The event 
financing process greatly simplifies and streamlines the process of event planning by allowing one centralized 
mechanism for negotiating contracts and paying for the products or services of many vendors. Rather than deal with 
dozens of vendors, a couple can now deal solely with the website created in accordance with the financing system of 
the invention. The administration of the financing system provides for an efficient and impartial bill payment service, 

30 helping to weave all the disparate pieces of event planning together. Couples also receive financial incentives for 
using the financing system, by allowing new and innovative means, for example, of revenue generated by fees from 
the sale of event related advertising and broadcast rights. 

As to providing value for guests, the implementation of the financing system offers value to guests by 
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providing them with an easy to use and highly flexible means of providing cash gifts. Also, guests have the security 
of knowing that despite the potential chaos at the event there is no need to be concerned that checks or cash would be 
lost or misplaced since the money is transferred directly to the general fund account for the event organizer or event 
beneficiary. Guests can choose to give monetary donations on installments, or even anonymous donations if they so 
5 desire. 

In view of the foregoing, the financing system in accordance with the invention is both necessary and useful 
because it is based on the principles of flexibility, scalability, simplification, and user-based rewards. As a one-stop 
integrated financial vehicle for all event-related gifts, income, financing and contract negotiation as well as bill 
payment the implementation of the financing system allows all parties maximum flexibility and options in the 

10 commerce-related decision-making process, be it the couple, the guests, or the venders. It is also scalable to meet the 
changing dynamic of each event and the global event industry. The financing system can easily accommodate as 
many event organizers (couples), guests, vendors and advertisers or other interested parties for which there is a 
demand. It also greatly simplifies the process of planning, negotiating and financing the elements an event such as a 
wedding for all parties involved: the couples, the vendors and even the guests. Couples no longer have to hunt out 

15 each supplier in the wedding equation independently and negotiate and individually pay each of these vendors 

separately. Use of the financing system also offers tangible economic rewards to all users. For example, the couple 
may receive loans which utilizes expected cash gifts as collateral. In addition, the couple receives monetary 
commissions for all advertising and other event related revenues generated by their event. This added income could 
be utilized by the couple to pay for the event or for other post-event expenses. 

20 Further processes designed to improve the ease and efHciency of the event planning process in accordance 

with the invention are demonstrated in FIG. 17. Referring to the accompanying drawings wherein like reference 
numerals refer to the same or similar elements, FIG. 17 shows a dynamic flow chart, with feedback pathways, of the 
steps described in FIG. 15. 

The event organizer creates an event plan (wedding) in accordance with her objectives (step 344). If the 

25 step is completed she proceeds to search for appropriate vendors (step 346). If this step is completed she proceeds to 
interview potential vendors (step 348). If the step is completed she proceeds to select the best vendors that meet her 
needs (step 350). If the step is completed she proceeds to negotiate with each vendor to arrange for performance, 
pricing and payment requirements (step 352). If the step is completed she proceeds to sign contract(s) with vendor(s) 
(step 354). If the step is completed she proceeds to pay vendor(s) (step 356). In reality, any one of the subsequent 

30 steps can send the event organizer back several steps (steps 358, 360, 362, 364, 366 and 368). For example^ if an 
event organizer finds out during the negotiation stage with a particular vendor (step 352) [[,]] that he is unable to 
deliver the service that she requires within a suitable time frame, quality or price, she may be required to proceed 
back to search for another vendor (step 346). 
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This pathway is similar in this regard to a biochemical system in which an enzyme pathway consists of 
several independent enzymes or steps. When viewed as individual steps the pathway appears to be linear. When 
viewed as an integrated process, however, the pathway is seen to contain complex feedback loops in which 
subsequent actions exert feedback control on prior actions. 
3 For example, in the case given above, the event organizer might decide to stay with the vendor in question. 

Yet, in order to do so, she may have to modify her original event plan (step 344). 

Seen in this light, the event engine may be viewed as a catalyst, a social catalyst. Just as enzymes lower the 
activation energy for chemical reactions, so too does the event engine reduces the amount of time and mental energy 
required to plan and create a social event. Just as an enzyme reduces the energy needed to create a chemical reaction, 
10 the event engine reduces the amount of steps necessary to create a social event from many (as indicated in FIGS. IC, 
1 D and 1 6) to few (as shown in FIG. 1 7). 

This is demonstrated in FIG. 1 7 that shows a djmamic flow chart of the manner in which the event organizer 
plans and organizes an event shown in parallel with a flow chart of the manner in which an event organizer plans and 
organizes an event utilizing the event engine, in accordance with the invention. 
IS In place of the complex series of interlinking steps required in the traditional event planning process 

described in FIG. 16, the event engine process described in FIG. 17 requires three basic steps. In the first step (step 
370) the event planner searches relevant event engines. In the second step (step 372) the event planner selects an 
unmodified or partially modified event engine (which would typically be grouped or classified together [[ad]] and 
shown to the event organizer together). In the third step (step 374) the event planner purchases an event engine. 
20 FIG. 1 8 shows a flow chart displaying the manner in which the event organizer submits the event engine for 

copyrighting and storage in an online a database in accordance with the invention. Instead of actual copyrighting, an 
ownership interest can be vested in the compilation of the template or event engine. 

In instances when an event planner successflilly plans and organizes an event (step 376), when a 
professional event planner successfully plans and organizes an event (step 378) or when a service provider 
25 successfully plans and organizes an event (step 380) all relevant information necessary to accurately copy the event 
for future use is recorded (step 382). A copyright form for the knowledge template or event engine is completed and 
submitted (step 384). All event engine information is sent to a central database for storage (step 386). 

FIG. 19 shows a flow chart displaying the manner in which the event organizer searches the online 
knowledge template database for a suitable event engine or knowledge template in accordance with the invention. 
30 An event organizer registers her preferences (steps 388 and 390) and searches an online database containing 

knowledge templates or event engines (step 394) that displays the best fit between her request and the available 
knowledge templates or event engines (step 400). The event organizer then examines the knowledge templates or 
event engines (step 402). Alternatively, the event organizer may search an online catalog, an email notification or 
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printed catalog containing event engines or information templates (step 392) or request a recommended event engine 
or information template based on an email or other means of personal recommendation (step 396). The event 
organizer examines all relevant event knowledge templates produced by all sources (step 402) and picks an 
appropriate knowledge template or event engine (steps 406 and 408). 
5 FIG. 20 shows a flow chart displaying the manner in which the event organizer selects event engine(s) from 

the online template database and records her choice(s) in a history file in accordance with the invention. 

After choosing a knowledge template or event engine (step 408) the event organizer then views the details 
of the event engine (step 410) that is stored in a personal event engine history file for later review (step 412). If the 
event engine does not appear to meet her needs (step 414)^ the event organizer proceeds to either review her personal 

1 0 event engine history file (step 4 1 8) or to start the process over again in the hope of finding a more appropriate Event 
engine (step 388). If the event engine meets her needs (steps 414 and 416) the event organizer proceeds to further 
steps indicated in FIG. 21 (step 416). 

FIG. 2 1 shows a flow chart displaying the manner in which the event organizer selects optional add-ons to 
her knowledge template(s) or event engine(s) previously selected (step 416) and confirms her selection(s) in 

1 5 accordance with the invention. The event organizer confirms the details of her selection (steps 404 and 4 1 8) and, 

depending on the knowledge template or event engine involved, may be offered add-ons (step 420). If no add-ons are 
available or if the event organizer does not require add-ons, the event organizer proceeds to payment (step 428). If 
add-ons are available for a particular knowledge template or event engine and if the event organizer wishes to select 
one or more add-ons, appropriate add-ons are selected (step 422) and stored in the personal event engine or 

20 knowledge template history file (step 424). If the resulting modified knowledge template or event engine is not 

acceptable, the event organizer returns to remove or add add-ons for her event engine or knowledge template (step 
420). If the resulting modified event engine or knowledge template is acceptable (step 426), the event organizer 
proceeds to payment (step 428). 

FIG. 22 shows a flow chart displaying the manner in which the event organizer pays for the event engine 

25 selected in FIG. 21, in accordance with the invention. 

The event organizer may pay immediately (steps 428, 430 and 434) or by means of deferred or credit 
payments (steps 432 and 434). The event organizer may also decide to return to review other event engines prior to 
final payment (step 388). 

FIG. 23 shows a flow chart displaying the manner in which reservations for the event engine are entered 
30 into the online template database, in accordance with the invention. 

Once a method of payment is decided upon (step 436) the database containing the event organizer's 
choice(s)then confirms event related reservations. Since the original event engine may be stored in the personal 
history file for a period of time before payment is arranged, the availability of the event engine must be verified (step 
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438), confinned (step 440) and edited, if necessary (step 442) prior to payment. Upon verification (step 438) and 
confirmation (step 440) of the availability of the event engine, payments or, alternatively, a deposit is collected (step 
444) and finally transferred to the online event engine database or knowledge template database (step 446). The 
cybermediary will collect a processing and referral fee for each transaction. In another embodiment, the event engine 
S or knowledge template owner receives a referral fee for each event engine purchase. 

FIG. 24 shows a computer system, composed of both hardware and software elements, that provides a 
graphical user interface (GUI). This system may be implemented, in one embodiment, by the computer hardware and 
software environment shown by the system in FIG. 24. 

Host Computer 

10 The system includes a host computer 452, which may comprise a server, personal computer, computer 

workstation, supercomputer, mainframe computer, or another suitable digital data processing apparatus. For ease of 
description, the computer 452 is described as a server. 

The host computer 452 includes a CPU 456 in communication with at least one digital data storage unit. In 
the illustrated example, the storage is embodied by a non-volatile disk drive storage 458 and a temporary memory 
1 5 460, such as random-access-memory (RAM). 
User Interface 

The host computer 452 is coupled to a user interface 454. Communications between the host computer 452 
and user interface 454 are conducted by an input channel 462 and by an output channel 464. The channels 462/464 
may comprise wires, busses, computer backplanes, fiber optic channels, satellite or other wireless connection, 
20 telephone lines, computer networks (e.g., local or wide area networks, Internet, Intranet, .etc.), or any other suitable 
communications links. 

The user interface 454 presents data in human-readable form to the user (not shown), and receives input 
from the user for submittal to the host computer 452. To achieve these purposes, the user interface 454 may include a 
visual display 466 and a user input device 468, as sho^m. The display 466 may comprise a computer cathode ray 
25 tube (CRT) monitor, light-emitting diode array, flat-panel display, liquid crystal diode (LCD) display, projection 

system, or any other suitable mechanism for visually conveying data to a human user. The user input device 468 may 
comprise a push-button mouse, keypad, touch-sensitive computer display screen, digitizing pad, voice recognition 
system, foot pedal, brainwave sensing device, or any other mechanism to receive human input. 

Local Terminal 

30 In one embodiment, the invention may be implemented directly by the host computer 452 and user interface 

454, without participation by any other processors. In this embodiment, the host computer 452 executes machine- 
readable code to provide the GUI of the invention; this involves presenting text and/or graphics at the display 466, 
and receiving human input via the user input device 468. 
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A different arrangement is possible where the host computer 452 operates with an (optional) independent 
processing device such as the local terminal 470. The terminal 470 is coupled to the computer 452 by a 
communications link 472, such as fiber optics, satellite link, cables or wires, intelligent computer channel, telephone 
lines, the Internet, an intranet, a local or wide area network, or any suitable digital communications medium. The 
5 terminal 470 includes one or more user interfaces, such as a visual display and user input device as illustrated. In the 
local terminal embodiment, the host computer 452 transmits machine-executable code to the terminal 470, which is 
executed at the terminal 470 to provide the improved electronic form GUI of the invention at the local computer's 
user interface. Using input obtained with the GUI, the terminal 470 may "submit" the data by storing it locally and/or 
transmitting the data to the host computer 452. 

1 0 Database Modules 

Use of the knowledge template, in accordance with the invention, consolidates and streamlines the 
logistically complex event planning process. This streamlining allows event planners to focus more time and energy 
on the implementation aspects of event planning. The database (step 472) enables an event planner the ability to gain 
quick access (step 474) to key contact information on vendors or guests when needed from a contact module. When 

1 5 an event planner requires real time information about upcoming events a schedule management module (step 476) 
allows the event planner to gain access to the most current set of event details, thus' keeping updated on any last 
minute changes made by hosts, vendors or guests. A central task list module (step 478) permits the event planner to 
view all event tasks at once in a global overview or by calendar view, if desired, in order to help the event planner to 
build a successful event day-by-day, task-by-task. If an event planner, vendor, host or guest desire to communicate 

20 with each other, a wireless messaging system module (step 482) keeps all the parties involved within quick and easy 
reach. Furthermore, if a planner, vendor or potential advertising sponsor requires specific reporting requirements 
such as guest demographic information or multiple and cross-event reporting on a series of events, a reporting 
module (step 484) allows event planners to track demographic data for vendors and guests as well as expenses across 
different events. 

25 Advantages of the invention to the event organizers include: 

Creates a worldwide market for event planning templates. 

Enables a evolutionary improvement and upgrading of event planning information as event templates are 
improved with each use. Things that work will succeed. Things that do not work will fall to the wayside. 

Allows streamlined on-line access to contact information, schedule management, task list, messaging and 
30 reporting database modules, making event template easier to implement. 

Empowers event planner with valuable real time budget analysis through General Fund account 
information. 

Provides the ability to collaborate in the development of event planning templates and to share event 
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planning information on a family-wide, company-wide or worldwide basis. 
Advantages for vendors include: 
Opens new revenue sources. 

Allows more standardization in normal work routine; "event engine" or template— driven events will require 
5 less pre-event preparation. 

Enables mass production as well as mass customization of parties and other event-related activities. 

Database driven modules increase efficiency. A messaging module, for example, enables faster and more 
reliable communication with event planner and other vendors, when necessary. 

Promotes positive feedback and reward for good work~which is rewarded by favorable on line reviews and 
1 0 additional business. 

In sum, event organizers spend lots of time putting together the perfect event. Typically, the event organizer 
will spend many hours interviewing with potential vendors and subsequently negotiating with them in order to 
arrange the perfect event. However, once the event is over all of that work involved in finding just the right set of 
vendors and negotiating the deal with each individual service provider is literally thrown out. By saving this 
15 information in order to be put to use at a later time for another event organizer, significant simplification of the event 
planning process is obtained. Since the event template has required a large investment in time and energy by the 
initial event organizer, it is only fair to compensate them for their work. In this manner, event organizers, such as 
wedding couples, could, if they create a successful template, recoup the cost of their wedding many times over as 
their template is used and reused many times over by subsequent couples for their own weddings. 
20 As discussed above, the interactive registry system in accordance with the invention transforms the 

traditional bridal registry process into an online clearinghouse linking buyers (brides, grooms and guests) and sellers 
(bridal gift and service vendors) through a novel online marketplace concept that offers unique incentives to both 
parties. Unlike the constraints of a traditional registry where the gifts, the vendor and the donor are all expressly 
limited in the available options, the registry system in accordance with the invention allows for virtually unlimited 
25 diversity of gift items for brides and grooms, greater diversity of giving options for wedding guests, and the 
involvement of several competing vendors. 

The interactive registry system in accordance with the invention is primarily an invention in the arena of 
business methods or processes as applied to the realm of e-commerce. or Internet commerce. The registry system 
works in the domain of e-commerce as a so-called 'vertical marketplace' or 'cybermediary\ meaning that it links a 
30 variety of buyers and sellers in novel ways as the middleman within a specific market niche, in the case of a bridal 
registry, wedding gifts and services. 

As yet, there is a total lack of wholesaling or discount merchandising options in the current wedding market, 
either in the domain of e-commerce or in the vein of traditional commerce. The domain of c-commerce is the perfect 
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arena for such a marketplace to fiinction because it contains viituallv unlimited resources of information, a large 
variety of vendors, guests, clients and gifts, and great potential for creating and charting the requisite databases of 
registries and donors» The Internet also offers efRciencv and ease in organizing and coordinating the potentially very 
complex and multifaceted intermediation process. 
5 The interactive registry system in accordance with the invention offers unlimited options to all parties 

involved in. e.g.. the wedding process: the bride and groom, the guests, and the vendors. The registry system 
involves the existence of a website which functions as a 'cvbermediary' between all parties, negotiating the best 
terms for all involved. 

The brides and grooms will benefit from unlimited choice in gifts, pricing and an economic rewards system. 
10 described below. 

Guests will benefit from the unlimited gift choices and gift giving customization options, described below. 
Vendors will benefit from increased volume of sales, 'free' advertising and a steady stream of new clients 
and revenue. 

Furthermore, the present invention provides a system and method for enabling an event planner to possibly 

15 obtain, by means of a copyright application, ownership of the intellectual property called an "event engine" or 
"knowledge template." By constructing and copyrighting the event engine or knowledge template, the event 
organizer becomes a "knowledge template owner." The knowledge template owner may subsequently re-package, re- 
market and re-sell goods and services that she has purchased for an event into new and useful forms suitable for 
purchase and use by others referred to herein as "knowledge template buyers". 

20 The system and method are implemented in part bv software that runs on a central Web site, although the 

system could easily run iust as well by software that runs on the knowledge template owner's computer and 
knowledge template buyer's computer utilizing a conventional peer-to-peer service. 

Through this site, a consumer can peruse and browse knowledge templates in search of desired services and 
view those services in usefiil forms. The services can be classified bv the type of event, the number of people 

25 expected for the event the nature of the event, the theme of the event and/or the geographic location. In the case of a 
wedding, for example, the couple will not merely view the work of an individual caterer, band or di (disc iockev). 
Rather, they will be able to view, in digital or analog form, the entire wedding. Thus, if a bride that wants a 
vegetarian. Scottish-style wedding for 1 50 guests within a 250 mile radius of her given zip code will be able to find, 
for example, the results of a sample knowledge template search indicated in FIG. IE. 

30 The results of individual service providers such as photographers and videographers will also be available 

for view if desired. The type of views will vary from event to event. For extremely popular events, streaming media 
webcasts or even cable broadcasts may be available. 

The business method outlined in the invention is scaleable so that it can encompass new processes and 
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potentialities. Such options include listing wedding services as well as consumer goods, allowing for direct cash 
donations and utilizing new or changing methods of vendor-shopping, be it through an online auction or an online 
personal shopper. All are described below. 

When the interactive registry system is used as a bridal registry, it fulfills a specific need existing in the 
5 current wedding marketplace in a new and innovate way. The current wedding marketplace is highly fi^gmented. 
Some merchants are small family-owned businesses: others are large multinational chains. It is also often a very 
geographically regionalized marketplace. Hundreds of industries also converge during the wedding process. For 
example, in the U.S. alone, there are more than a half a million vendors that could be considered relevant to wedding 
planning in such industries as reception venues, florists, photography, musicians, transportation, printers and 

10 designers, jewelry, travel, hospitality, clothing, and more. This fragmentation of the industry by industry, vendor, 
region and a host of other factors has limited the existing options available to couples and limited the range of 
potential customers available to wedding vendors and retailers. 

This fragmentation has also created huge inefficiencies and fi-ustration for both vendors and couples, 
because for each wedding, the process of vendor-solicitation must be re-created. The average couple negotiates with 

15 between ten and fifteen separate vendors, services and retailers for an average wedding. Meanwhile, the average 
vendor is constantly striving to differentiate himself or herself in the marketplace to attract the next generation of 
wedding couples, as product and vendor loyalty is less relevant in a market that caters to once-in-a-lifetime events. 
With approximately 2.5 million weddings in the US each year, these processes of vendor hunting and couple 
searching are re-enacted several millions of times every year. This amounts to a lot of woman-years. 

20 The bridal registry process in accordance with the invention provides a solution to these problems by 

effectively creating an online wedding marketplace that links all the various parties and offers a constantly updated 
catalog of all the potential transaction options to both the client and the vendor. This will give the bride and groom 
the maximum choice and value, the vendors a central source and framework in which to target new couples, and the 
guests the maximum flexibility in gift giving. 

25 The bridal registry in accordance with the invention will function as both a directory listing service and a 

clearinghouse between the vendors, e.g.. wedding product and service vendors, and the users, e.g.. the bride, groom 
and guests. 

From the Couple's Perspective 

Through the interactive bridal registry system in accordance with the invention, potential items for a bride's 
30 registry will be ranked in specific categories such as according to the lowest currently advertised price, by brand 
name or by product popularity or, alternatively, by means of an online auction whereby the merchants compete to 
offer the couple the lowest price. Either way, the couple will have a virtually unlimited range of options for potential 
registry gifts and the guarantee of the lowest price on these items. Couples can also request cash donations, either 
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open-ended or targeted to specific forthcoming expenses, e.g., for a mortgage on a new home or for the cost of 
renting the wedding hall or for honeymoon expenses. 

The consumer products that couples specifV as desired gifts can come from an almost unlimited number of 
individual vendors. The cvbermediarv or website will list the items by acting as an impartial wedding directory or 
5 listing service, but will ideally collect a commission from the selected final vendor in each category. 

Through the bridal registry system, the couple will peruse the options available and make a tentative list of 
items desired, e.g., a toaster, a microwave, and a car. Depending on what thev prefer, the couple can either be 
specific in their wish list, e.g., a Kitchenaid X-100 Model Multi-Blade Blender . or list in general terms, e.g.. a 
blender. These specifications will then determine the scope of the later product bidding or price-comparison among 
10 the vendors. 

The bridal registry system will also have links to copious sources of information and references for each 
potential gift or purchase. Links may be to other areas of the website, such as previous couples' feedback on their 
product or vendor purchases, or to other sources of information on the Internet, such as product or vendor web sites. 

The couple's choices determine what listings become available to them and what options are open to the 
15 guests. For example, couples can bar non-wish-list related guest purchases if they so choose, or they can stipulate 
only cash contributions. 

The couple then distributes the Internet address of the cvbermediarv to their guests. The guests then visit the 
cvbermediarv. obtain the data for the couple and purchase from the selected gift options as specified by the couple. 
However, the guests do not view the same information about the products being purchased in terms of price as the 
20 couple. 

The couple will ideally receive an additional bonus through using the cvbermediarv. For example, the 
registry will credit a percentage commission of each purchase made through the registry to the couple. This 
commission is calculated to be a percentage of the difference between the advertised product price, or the price 
advertised to the guests purchasing the product, and the actual price of the item as solicited through the registry 
25 vendor-buyer intermediary process. This differential and the couple's commission are made possible because the 
registry always searches for or solicits the lowest prices in any given product line. This commission credit can then 
be used bv the couple to purchase additional items as thev choose through the registry process. The cvbermediarv 
will also ideally receive a commission from each purchase based on the same process. 

In alternative embodiments of the invention, the bride and groom have access to three other methods for 
30 reducing their wedding costs. In one embodiment the couple may opt to allow vendors to advertise their services 
. either at their wedding or at the couples' registry and in turn receive monetary compensation or a discount on 
services rendered bv the vendor in return for the advertising. In another embodiment the registry will facilitate the 
sharing of wedding plans and desired services among registry users with the intent to allow shared access and 
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payment obligations to the same service (and possible negotiations for a reduced cost). If. for example, two brides 
desire the same wedding hall or church or tent rental at different times on the same day, then the use and expense 
involved in the rental fees, decorating expenses and other fees may be shared. It is conceivable that two couples may 
even share a facility at the same time in order to obtain a level of service that thev could not afford individually, as 
5 would occur in obtaining an exclusive wedding hall, or. alternatively, in order to save money. Another embodiment 
would allow vendors to modify the price of services or rentals, such as the fee for a wedding hall with time if it 
became apparent that demand for such usage was going up or down. In a case, for example, where no usage is 
anticipated a month prior to a given date, the vendor may allow significant discounts. This last embodiment would 
apply 

10 The Revenue Management Systems (RMS), commonly utilized in the airline industry to optimize their 

revenue per flight to the wedding industry. RMS, applied to the wedding industry will result in potentially greater 
usage of resources for vendors as well as potentially increased savings for couples. 
From the Guest's Perspective 

Guests will first be notified by the couple of the Internet address of the interactive registry system. The 
15 guests will then view a customized couple Vish list' and a listing of suggested retail prices for each item on the list 
that corresponds to the couple's customizations. stipulations and desires. The retail prices listed for the guest under 
the couple's consumer product 'wish-list' will correspond to the average advertised market prices for items in other, 
traditional bridal registries. 

If a guest chooses to purchase one of these items, once an item in a specific gift category is purchased bv 
20 the guests, such as a blender, that category listing is removed from future Registry listings for later guests. This 
ensures that there is no duplicate gift giving. 

At the time of gift purchase through the registry system, i.e.. the cvbermediarv. the guest must pay the 
amount of the gift in full. Alternatively, several guests may combine to purchase an expensive gift or service in 
which case each guest will pay their share of the amount in fiill. This amount is then held bv the cvbermediarv to be 
25 divided between the vendor, the cvbermediarv. and the couple. 

Guests also have additional options through the registry system. For example, they may choose to give 
something not on the list. The registry system will have recorded whether this item was already given or not, just as 
traditional registries do. If the item was never listed bv the couple, then the Guest may search a modified view of the 
complete registry system product listings that are similar to what the couple views, but with the price information 
30 modified to include a suggested retail price. In this way, the registry system ensures that the couple will receive a 
commission off any item that any guest chooses through the registry process. 

A guest may also simply specify a cash donation through the registry system, i.e.. the cvbermediary. which 
is credited to the couple's account in the same way as purchase commissions. These funds can be stipulated bv the 
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guest to be used only for specific purchases, or they can be open-ended. The couple may then shop accordingly 
through the registry system for the appropriate items using this cash donation. If the guest so stipulates, they can then 
be notified of exactly how their cash gift was utilized. 
From the Vendor's Perspectiye 
5 Couples will first post their gift preferences with the registry system, which will be organized into specific 

product categories e.g., toasten blender, phone, etc. The specificity of the gift preferences will determine which 
yendors are able to compete for the product in question, i.e., whether a model number or brand name are specified 
for the product or not. 

Vendors may compete through an auction process for each product listed on each couple's wish list. In the 
10 auction process, each yendor will post the lowest price they will be willing to accept for the product listed. If the 

category is vague, any product within the category listed will be acceptable for posting, but it will be up to the couple 
to determine which product they prefer fi-om the products listed, even if the product they prefer in that category is 
listed at a higher price than another lower-priced product. 

Alternately, the registry system may automatically price-shop among several vendors in any category 
15 through a computer comparison-shopping system called a 'bot\ These bots are sometimes called 'personal 

sho ppers', or online shopping assistants\ They are computer programs that search the Internet for the product listed 
and the price listed using certain computer language protocols. In the case of the registry system, these bots can then 
create comparative lists for the couple of different retailers on the Internet that are all selling the same product. 

Depending on the final revenue model of the cvbermediary, the registry system's hot may only search 
20 selected retailers affiliated with the cvbermediary, or it may search the entire Internet for each product listing. 

However, the registry intermediary process will remain impartial throughout. Vendor listings will always be free and 
open to as diverse a selection of vendors as is rational and feasible in each category. Certain vendors may be 
excluded from the registry system search if. for example, they have consistently delivered inferior products to past 
users of the registry system. 

25 Once a final listing of a product's lowest price is found or is awarded through the auction process, as soon as 

a guest registers to buy that item, the vendor will receive a partial payment and the item will be held by the vendor 
until the wedding and shipped to the wedding couple. Upon receipt of the item by the couple, the cvbermediary will 
release the remaining payment for the item to the vendor. 

Alternatively, the vendor will be paid in accordance with a contract agreed upon by the registry and the 

30 vendor. 

The reverse registry process always guarantees payment to the vendor because payment is already held by 
the cvbermediary before the transaction with the vendor is completed. This makes using the registry system, despite 
lower vendor margins of sales, attractive to the vendors. 
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The event coordinated financing system in accordance with the invention transforms the money collection 
and spending process into an integrated on-line clearinghouse linking consumers of event related products and 
services (brides and grooms and event organizers), sellers of event related products and services (vendors) and 
revenue generators (gift givers, ticket buyers. Reverse Registry users, advertisers and others) through a novel online 
5 marketplace concept that oflFers unique incentives to all of the involved parties. In traditional collection and payment 
processes, cash gifts are collected and held in multiple locations and have no direct connection to the account used to 
pay the bills. This creates unnecessary complications in the planning, the payment and the accounting processes 
associated with these events. Using the financing system in accordance with the invention, all accumulated fiinds 
may be held in the same account from which the bills will eventually be paid. This allows the innovative financing 
10 system, for example, to utilize existing collateral in order to oflFer a loan against anticipated gifts and other event 

related revenues. Alternatively, the financing system can offer a standing line of credit to the event organizer which 
can be utilized by the event organizer to pay event-related bills in anticipation of event-related gifts and revenues. In 
this manner, payment for event-related services becomes similar to a mortgage or bridge loan with a short and fixed 
time span. 

15 The financing system in accordance with the invention, also sometimes referred to as the "General Fund" 

herein, may be designed to allow vendors to receive payment guarantees with the consent of the event organizer. 
Under this agreement, event organizer's access to the money available in an account will be restricted until 
contractual event-related goods and services have been fiiUy paid, thus guaranteeing vendor payment, subject to 
contract fiilfillment. 

20 The financing system in accordance with the invention is primarily an invention in the arena of business 

methods or processes as applied to the realm of e-commerce. or Internet commerce. The financing system works in 
the domain of e-commerce as a so-called vertical marketplace' or 'cvbermediary\ meaning that it links a variety of 
buyers and sellers in novel ways as the middleman within a specific market niche, in this case for example, providing 
financial services for event organizers. The financing system links event-related gifts, income, loans and payments 

25 into a unique, single and restricted account. 

The domain of e-commerce is a very suitable arena for such a financial system to fiinction because it 
contains virtually unlimited resources of information, a large variety of vendors, gifts, event-related income options 
and great potential for creating and charting the requisite databases of vendor contracts and loan obligations. The 
Internet also offers efficiency and ease in organizing and coordinating the potentially very complex and multifaceted 

30 coordination process. 

As vet, there is a perceived lack of financial service options in the current event management market, either 
in the domain of e-commerce or in the vein of traditional commerce. While wedding loans, for example, are 
available, there is currently no way for a bride and groom to link their loan to gifts and other sources of income so 
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that payment for wedding related goods and services is executed in an organized and efficient manner Thev may get 
a loan, but they still have to sort out all of their bill payment obligations. Since their obligations may be quite 
complex, both in terms of arranging for timely payments as well as in terms of finding the available fiinds, the loan 
does little to help the couple in an area where they still need much help-time. 
5 The financing system in accordance with the invention is designed to allow couples and event planners to 

save time by putting all of their event-related income and expenditure in a single account with several payment 
options that include automated payments to selected vendors. 

Further, the financing system in accordance with the invention, offers a wide range of savings, payment and 
financing options to all parties involved in event planning fe.g,, in the wedding process: the bride and groom, the 
10 guests and the vendors). The financing system utilizes the existence of a central website connected to a central 
database which functions as a financial 'cvbermediarv' between all parties. 

The event organizers (brides and grooms) will benefit from wide range of financing, savings and payment 
options for their event. They will also have access to an optional and novel income generating system, described 
below. 

15 Gift givers (attending guests or non-attending invited guests) will benefit fi'om easy access to safe and 

secure methods of giving cash gifts or donations with a wide range of customization options. For example, guests 
may pay at any time they find convenient either before or after the event or. alternatively pay in installments. 

Vendors will benefit fi'om increased payment security (since the money is "in the bank"), 'fi-ee' advertising 
and a steady stream of new clients and revenue. 

20 Another advantage is that the business method involved in the invention is scaleable, such that it can 

encompass new processes and potentialities. Such options include extending financial to post-event services such as. 
in the case of weddings, home finance and mortgage financing, allowing fiinds left over fi^om event financing to be 
directly applied, for example, to home purchase or rental. 

When the General Fund financing system is used as a means of wedding financing, it fulfills a specific need 

25 existing in the current wedding marketplace in a new and innovative way. The current wedding process is highly 
ft-agmented requiring multiple payments and negotiations with vendors as well as cash gifts and presents fi'om 
possibly hundreds of family fi-iends and guests. There is thus a great need for a centralized fixnd. such as would be 
created using the General Fund, to help the couple keep an accurate and convenient track of event-related income 
and expenses. In addition, the financing system may be designed to aid the couple by providing easy access to event 

30 financing that is linked to their account as well as novel means for generating income as described below 

This fi'agmentation has, as mentioned above, created huge inefficiencies and fioistration for both vendors 
and couples, because for each wedding, the process of vendor-solicitation must be re-created over and over again. 
The average couple typically negotiates with between ten and fifteen separate vendors, services and retailers for an 
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average wedding. Meanwhile, the average vendor is constantly striving to differentiate themselves in the marketplace 
to attract the next generation of wedding couples, as product and vendor lovaltv is less relevant in a market that 
caters to generally once-in-a-lifetime events. With approximately 2.5 million weddings in the US each year, these 
processes of vendor negotiations and couple searching are re-enacted several millions of times every year. This 
5 amounts to a lot of man-hours or labor. 

The financing process in accordance with the invention provides a solution to these problems by creating 
and presenting optional pre-negotiated terms and contracts to both couples and vendors alike. This option is intended 
to save both the couple and the vendors much time. In addition, the financing system will present an optional service 
that will guarantee vendor payment subject to complete contract fiilfillment. The financing system wilK in this case, 

10 ideally provide on-site personnel to monitor contract fiilfillment and pay vendors only after all parties are satisfied. 
In this manner, the couples stress level and (rustration will be reduced, since the task of monitoring the vendors' 
performance will be in professional and Qualified hands. The vendors will also be relieved in the knowledge that 
payment will be forthcoming without question once their hard work is successfully completed. In this manner, the 
financing system offers solace to both the client and the vendor. This will give the bride and groom a simple solution 

15 to financing and paving for their wedding, the vendors a central source and framework for payments and contract 
fulfillment, and the guests the maximum flexibility and ease in giving cash gifts. 

In operation, once a General Fund account is open, the event organizer will distribute the Internet address of 
the cybermediarv to their guests and vendors, along with a password necessary to access the relevant areas of the 
site. The guests who wish to give a cash gift then visit the website of the cvbermediary, and select the amount and 

20 date of their gift. Other options may include, but are not limited to payment by installments or payments linked or. 
alternatively, to life events f such as the purchase of a home). However, the guests do not view the same account 
information about the event as the couple. 

As mentioned above, the financing system is designed to provide the event organizer (bride and groom) 
access to other methods for reducing their event (wedding) costs. In one option, the couple may opt to allow vendors 

25 to advertise their services at their event (wedding) and receive monetary compensation or a discount on services 

rendered by the vendor in return for the advertising. In another option, the couple may opt to sell or lease broadcast 
rights of their event. Family and friends and other guests who could not make it to the wedding will pay a fee for 
viewing the affair in video or streaming media format as broadcast over the Internet. Recordings and photos may be 
transmitted and paid for as well. Other sources of event-related funding may come from, for example, income 

30 generated by the reverse registry or, alternatively, by means of corporate benefits or corporate matching funds that 
the General Fund has negotiated with specific employers. In all cases, the General Fund will collect the appropriate 
revenues for the event organizer. It is also conceivable that the event could be a "pay-per-view" type of event in 
which the main stream of income would be from people wanting to see the event at sites remote from the event, e.g.. 
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a boxing match. 

In another embodiment the financing system may be desisjied to facilitate the sharing of wedding plans and 
desired services among registered users with the intent to allow shared access and payment obligations to the same 
service (and possible negotiations for a reduced cost). If. for example, two brides desire the same wedding hall or 
5 church or tent rental at different times on the same day, then the use and expense involved in the rental fees. 

decorating expenses and other fees may be shared. It is conceivable that two couples may even share a facility at the 
same time in order to obtain a level of service that thev could not afford individually, as would occur in obtaining an 
exclusive wedding hall, or. alternatively, in order to save money. Another embodiment would allow vendors to 
modify the price of services or rentals, such as the fee for a wedding hall with time if it became apparent that demand 
10 for such usage was going up or down. This last embodiment would apply for example, in a case where no usage is 
anticipated a month prior to a given event the vendor or supplier may allow significant discounts. 

This would in operation be similar to the Revenue Management Systems fRMS\ commonly utilized in the 
airline industry to optimize their revenue per flight, but would be applicable to the wedding industry. RMS has not 
vet been applied to the event planning industry, in general, or to the wedding industry, in particular. RMS, applied to 
15 the event planning and wedding industries will result in potentially greater usage of resources for vendors as well as 
potentially increased savings for couples. 

The financing system process guarantees payment to the vendor because payment is already held by the 
cvbermediarv before the transaction with the vendor is completed. This renders the fmancing system attractive to the 
vendors. 

20 With respect to the operation of the invention, the financing system is designed to enable couples will visit 

the WWWed website and peruse existing potential categories of products and services listed through the general 
fund listings. Products will be divided into three general areas: 

1 . Financial Services such as loans for event expenses. 

2. Payment Services for event expenses. 

25 3. Revenue Generating Services for event expenses. 

Couples will determine which services they will require and will create an electronic listing with WWWed 
that reflects their choices. This listing can be updated by the couple at any time and can be as specific or as general 
in each category as the couple desire and are customizable by the couple, or user, in several ways. There is flexibility 
in revenue generating services. The process for opting for advertising revenues begins when the event organizer 

30 (couple) submits basic demographic data concerning the place and time of their wedding, the number of expected 
guests as well as the guests' home zip code and age range. The event organizer also submits preferences regarding 
the type of advertising that thev would accept for their wedding. Advertising may take the form of (but is not limited 
tolL 
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1. advertising listed on the personal wedding invitation: 

2. advertising listed on an XML or HTML based document, e-mail or other online form of wedding 
invitation: 

3. advertising listed on an XML or HTML based document, e-mail or other online form of communication 
5 with friends, family and other potential guests: 

4. advertising banners listed on a personal wedding website: 

5. advertising on a webcast or video or digital reproduction of an engagement party: 
6> advertising on a webcast or video or digital reproduction of the wedding ceremony: 
7. advertising on a webcast or video or digital reproduction of the wedding reception: 

10 8. advertising on a webcast or video or digital reproduction of the honeymoon: 

9. advertising with placards placed next to the products at the wedding ceremony or the wedding reception: 

10. brochures placed at guests' tables prior to or during the wedding reception: 

1 1 . Promotional CD's or other material in digital format that may be used to promote a band or other 
wedding related business or businesses given to guests' prior to or during the wedding reception: 

15 12, free samples of products with attached advertising distributed to guests prior to or during the wedding 

reception or prior to or during the wedding ceremony. 

This data is pooled with the data of other event organizers. The advertising requirements of potential 
advertisers is also pooled and correlated with the list of available events. Suitable events are submitted to potential 
advertisers to review. If the potential advertiser finds a suitable selection of eventfs) (wedding(s)) that meet their 
20 requirements, the advertiser may oflFer the event organizer a contract for services. 

In order to verify attendance of the expected demographic sample at the event, the administrator of the 
financing system would appoint a representative to verify attendance and other aspects of contract fulfillment. 

Similarly, the event organizer may sell broadcast rights to their event (wedding). Individuals who wish to 
view a live streaming media presentation (webcast), video, photos or other digital representations of the event 
25 (wedding) will pay a fee to the administrator of the financing system, or its representative who will, in turn, give a 
percentage of all payments to the event organizer. 

The effective use of an online central database for event planning and implementation in accordance with 
the invention, streamlines the entire event planning process making complex tasks and events painless to plan, to 
implement and to duplicate at a later time. 
30 Typical lists for wedding planning, for example, are quite complex. Consider a typical agenda, described in 

outline form in FIG. 14 and listed in greater detail in FIGS. IC and ID. 

Utilizing the event planning method and system in accordance with the invention, the processes involved in 
planning for and implementing the various agenda items listed in FIG. 14 can be made simpler, leaving the bride and 
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groom and their respective family and friends with more time and energy available for things more important than 
worrying about who exactly has to do what at a specific time. 

Utilizing the event planning method and system as illustrated in FIG. 17. the number of processes, and 
therefore the amount of time, that the couple has to spend on wedding planning and preparation as described in 
5 FIGS. IC and ID. is greatly reduced. Utilizing a "Six Sigma" approach to the processes involved in event planning, 
significant time savings are provided to event organizers. Beyond the application of Six Sigma methodology to a new 
area-event planning, the event planning method and system also involves the creation of a new form of "bit engine." 

A method is thus proposed for sharing event-planning information so that other interested parties who 
would be willing to pay for such planning information may use it over again. Although wedding planning is 
10 mentioned as a preferred embodiment, it is not desired that the present invention be limited to the exact construction 
and operation illustrated and described herein. Accordingly, all suitable modifications and equivalents which may be 
resorted to are intended to fall within the scope of the claims, since numerous modifications and variations will 
readily occur to those skilled in the art.' 

With respect to the weddings, a wide variety of businesses cater to this large and highly fragmented market. 
15 Merchants range from small family-owned stores to national chains. Affiliated businesses from other industries such 
as travel agencies, home furnishing stores, department stores, and hotels are also included. As a result of this highly 
heterogeneous mix of large and small as well as local and national businesses, the wedding industry has become a 
highly fragmented industry. This translates into a highly complex and fragmented wedding planning process for the 
typical bride and groom that must deal with as many as ten to fifteen vendors for a typical wedding. This is fiirther 
20 complicated by the fact that these ten to fifteen vendors are the finalists in a selection process that can easily involve 
many prospective candidates for each vendor category. Therefore the ten to fifteen vendors who actually perform the 
wedding represent a mere tip of the iceberg in this regard. 

This complexity is outlined in FIGS. 15 and 16. 

FIG. 15 represents the typical stages involved in wedding planning in schematic form while FIG. 16 shows 
25 the same scheme in a more realistic format in which each subsequent step has a potential impact on previous steps. In 
a typical case, for example in which a bride and groom have settled on a photographer only to find out much later 
that the photographer's contract is not acceptable for whatever reason. This places the couple back four steps in what 
seems, on the surface, to be a linear and orderly process. 

Utilizing an event engine, as shown in FIG. 17, the couple eliminates much of the complexity associated 
30 with traditional planning processes by reducing the amount of steps necessary to plan a wedding by one to two orders 
of magnitude. This is especially significant since, while the traditional process as outlined in FIG. 16 applies to each 
and every individual vendor and supplier, the event engine process takes into account all of the necessary vendors 
and suppliers in a simplified linear manner outlined in FIG. 17. 
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One of the most difficult parts of planning a wedding is the process of finding one's local vendors. Using an 
event engine to prepare a wedding will make this process easier by supplying much of the details that an offline 
wedding consultant would supply. This simplifies the process of finding reliable vendors in one place. 

Another difficult aspect of the planning process is the bride's anxiety about whether the vendor will deliver 
5 its services as promised. In fact it is anticipated that the buyer of the event engine or knowledge template may 

contact the owner and seller of the knowledge template, and, for a fee, obtain additional details and advice regarding 
the use of the knowledge template in order to gain feedback regarding the vendors' reliability and performance. The 
bride and groom can then read reviews and ratings from previous customers and get a sense of the vendor's service. 
In addition, for a possible additional fee, the bride and groom can view photographs and videos or other digital or 

10 analog reproductions from the event engine and judge the effectiveness of the venders' performance for themselves. 

This effectively converts every event engine or knowledge template owner into a potential wedding 
consultant regarding the details of her own wedding. (An event engine or knowledge template owner will be anyone 
capable of creating an event engine or knowledge template-whether that entity is private or commercial.) This 
solves some additional problems for the wedding service providers. 

15 An additional problem commonly encountered by wedding service providers is the difficulty to eflFectivelv 

market goods via the Web or via their Web sites. Because the customer cannot physically inspect their products and 
services via the Web it is desirable that the bride and groom have access to product and service reviews, product and 
service ratings, and other information that can be relied on by the customer to make an informed decision regarding 
their wedding plans. In many cases, however, wedding service providers are small businesses and lack the resources 

20 needed to generate or disseminate their services. 

The present invention allows brides and grooms, guests, vendors and other event organizers to post reviews, 
comments, advice and other forms of feedback regarding the efficacy of any individual knowledge template for other 
event organizers to see. Since the knowledge templates will contain direct links to the vendors associated with a 
given knowledge template, this will allow further means of encouraging as well as disseminating good service. 

25 Positive reviews that would be included with each event engine or knowledge template would be a source of 

essentially free advertising for such small businesses. In addition, phone consultation or by a personal consultation 
with the knowledge template owner who lives in the same geographical area will be another cost effective source for 
referrals and new business. Since the reviews associated with each event engine will be available online and 
categorized according to zip codes and other means of classification such as style, cost and physical location (beach, 

30 hotel, chapel), it becomes much easier for the bride and groom to obtain relevant information regarding the large and 
diverse selection of wedding service providers available to them. This information is especially valuable if the bride 
and groom have chosen to plan a wedding in an area where they do not live. For example, it may not be very easy for 
a bride and groom who are away at college to prepare to interview and review all, or even a significant portion of. 
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the many wedding service providers available to them if they want to get married in the geographical location of the 
bride's parents, who may be located thousands of miles away, or. perhaps, in another countrv. 

Another problem commonly faced bv wedding services is an inability to efficiently attract potential 
consumers to their Web sites. One way of attracting consumers has been to market the site through television (for the 
larger venders! radio, newspaper and Internet advertisements or listings at major wedding-related Internet sites such 
as ModemBride.com. However, advertising a site using conventional methods can be expensive, and can consume 
significant human resources. In addition, it is often difficult or impossible to evaluate the efiFectiveness of a given 
advertisement. By connecting wedding service provider's site to the bride and groom by means of an event engine or 
knowledge template, the vender has a quick, inexpensive and eflFective access to potential customers. 

The present invention addresses these and other problems. 

Since online events handling benefits event planners the most. WWWed database design, in accordance 
with the invention, focuses on helping event administrators. These tasks include: 
Make it easy to offer repeated events: 

Make it easy to collect, aggregate, and view registrations bv event participants: 

Provide convenient means for communicating with event participants and contractors: 

Provide means for coordinating the activities of event participants and contractors. 

In order to achieve maximum efficiency data within the WWWed database is divided into activities and 

events. 

An activity is a kind of event: it is the type of thing for which people register. Activities might be weddings 
or kitchen remodeling or home improvement projects. An event is an instance of an activity. An event might be a 
wedding taking place at the New York Hilton Hotel at 6 PM on Jun. 5. 2001 in New York City or a kitchen 
remodeling that was completed on Oct. 28. 1999 in San Francisco. This distinction between activities and events can 
help event planners avoid repeated work. For example, the planning for a specific type of wedding or kitchen needs 
to be performed only once. A knowledge template can be used in accordance with the invention to create all 
subsequent instances of the original event. In this manner, major planning needs only to be performed once. From 
then on. whenever thev want to create a new wedding or kitchen based on a prior template, they do not need to repeat 
planning and entering the same information. Instead, they may simply make relatively minor modifications to the 
original template in accordance with a particular event. These modifications could include, for example, where and 
when a specific event takes place. This process makes it quite convenient to offer similar events on a repeated basis 
based on a common knowledge template. 

Use of the knowledge template, in accordance with the invention, will both centralize and streamline the 
logisticallv complex event planning process. This streamlining will allow event planners to focus more time and 
energy on the implementation aspects of event planning. In order to support the implementation aspect of event 
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planning, key information on event planners, vendors, staff, and other contacts is stored in WWWed database, 
offering quick access to contact information when and where it s needed. Schedule management will allow real time 
handling of event details, while a central task list will allow planners to view all event tasks either all at once or bv 
calendar view, if desired in order to build a successfiil event dav-bv-dav. task-bv-task. Other functionalities to be 
5 incorporated are the inclusion of a wireless messaging svstem to keep planners and vendors in touch with each other, 
the ability to allocate individuals to demographic groups for potential target marketing as well as multiple and cross- 
event reporting, thereby allowing event planners to track vendors, guests and expenses across different events. 

The invention therefore operates both as a novel means of organizing, storing and retrieving event planning 
information related to specific events as well as a unique venue collecting income from the intellectual property that 
10 is generated as a result of the event planning process. 

The event planning method and system in accordance with the invention is primarily an invention in the 
arena of business methods or processes as applied to the realm of e-commerce. or Internet commerce. The invention 
works in the domain of e-commerce as a so-called 'vertical marketplace' or 'cybermediarv\ meaning that it links a 
variety of buyers and sellers in novel ways as the middleman within a specific market niche, in this case, providing 
15 event planning knowledge templates in a unique package called "event engines" to event organizers. The event 
engine, as described in the invention, links event-related concepts, plans, products and services into a unique, 
integrated and unified knowledge template. 

The domain of e-commerce is the perfect arena for such an event plarming service to function because it 
contains virtually unlimited resources of information, a large variety of vendors, and event related services and 
20 products. The Internet also offers efficiency and ease in organizing, coordinating, and streamlining the highly 
complex and multifaceted event planning process. 

As yet, there is a lack of totally integrated service options in the current event planning market, either in the 
domain of e-commerce or in the vein of traditional commerce. While wedding packages, for example, are available, 
they are invariably limited to a single vendor or a small group of vendors with limited planning options. That is fine. 
25 for example, if a working bride has her heart set on a wedding at a particular establishment. What should she do, 

however, if she wants to put together a very special wedding of her own? The invention offers a quick and easy route 
to plan and arrange a custom wedding without spending an inordinate amount of time in the process. 

The present invention greatly reduces the complexity of event planning by dramatically reducing the 
number of individual processes required to complete the entire event planning process. 
30 In an expanded context, the invention is designed to facilitate an integrated service package that includes, in 

the case of weddings other related services beyond integrated wedding planning services. These additional services 
include pre-marriage services, screening and counseling as well as post-marriage counseling on a voluntary basis. 
The premise of the services will be to serve the needs of the couple as well those of a society that have a common 
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interest in fiirthering and preserving a stable and fruitful marriage. This is the broad vision that the invention serves 
to further. 

In a sense, the invention is seeking to integrate an uneven! v applied marriage sector with a fragmented 
wedding industry. 

5 The event engine or knowledge template process in accordance with the invention provides a solution to the 

problems posed bv a fragmented wedding industry bv creating and presenting mass customized wedding packages in 
the form of the event engine or knowledge template. These packages may include pre-negotiated terms and contracts 
presented to both couples and vendors. In addition, the event engine or knowledge template will present an optional 
service that will guarantee vendor payment subject to complete contract fiilfillment. 

10 In order to maintain the highest possible levels of service, the cvbermediarv utilizing the event engine or 

knowledge template may hire onsite personnel to monitor contract fiilfillment and pay vendors only after all parties 
are fully satisfied. In this manner the couples stress level will be reduced, since the task of monitoring the vendors' 
performance will be in professional and qualified hands. The vendors will also be relieved in the knowledge that 
payment will be forthcoming without question once their hard work is successfiiUy completed thus offering solace to 

15 both vendor as well as client. 

Much as mass customization has enabled consumers to purchase custom made goods at mass produced 
prices, the invention will enable event planners in general, and brides, in particular, to arrange custom weddings 
(with minor modifications to an existing knowledge template or event engine) at relatively low prices and, more 
importantly, at greatly reduced time cost for the bride and groom and their respective families. 

20 The use of a knowledge template allows couples and event planners to save time by putting their entire 

event related activities and obligations in one place. Utilizing the existence of a central website connected to a 
central database which fiinctions as a 'cvbermediarv' between all parties, the event engine coordinates all event 
planning fiinctions. Essentially, the event engine helps the event planner in an area where she needs much help-time. 
Another advantage is that the business method involved in the invention is scaleable. such that it can 

25 encompass new processes and potentialities. Such options include extending the event engine or knowledge template 
to include other complex business and social activities that can be published copyrighted and shared such as plans 
for: 

1 > home improvement projects 
2, new kitchen design projects 
30 3. kitchen renovation projects 

4. birthday parties 

5. engagement parties 

6. confirmations 
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7. sweet sixteen parties 

8. graduation parties 

9. corporate affairs 

10. fund raising events 
5 1 1 . anniversary parties 

12. custom vacations 

13. local advertising campaigns for products 

14. local advertising campaigns for services 

15. local marketing campaigns for products 
10 16. local marketing campaigns for services 

17. local election campaign coordination 

18. weddings and wedding-related celebrations 

In addition to the above, homes have an increasing variety of options in the area of electronic services and 
entertainment. Even with the current limitations in bandwidth, cable companies such as Time Warner, satellite 
15 companies such as Direct TV and Internet Service Providers such as AOL offer consumers a myriad of products and 
services. With the building of a new multi-million dollar home for their CEO. Microsoft showcased the concept of 
the electronic home or "e-home." Clearly, the intention in building this home is to showcase what may become 
available, sooner or later, to the general public. 

Therefore, imagine the complexity of services that will become available within the next 5-10 years when e- 
20 Home services, ranging from new types and forms of entertainment to new and improved personal services become 
available to the general public. The current list of options in the area of electronic services and entertainment will 
multiply as new vendors enter the market. At that point, faced with a myriad of multiple product, service, and vendor 
options the consumer of these services will be inundated with an overwhelming array of choices. 

Using the service planning method described herein, the consumer will submit a confidential list of 
25 preferences to the cvbermediary which will return a list of service templates to the consumer that match the 

submitted criteria. An example of such a service template is described in FIG. 1 F with regard to e-services and in 
FIG. IG with regard to the selection of multiple charitable organizations. In choosing a service template, as opposed 
to researching, contacting and contracting with individual vendors, the consumer saves time and money while, at the 
same time, choosing templates tailor made to suit their own individual preferences and lifestyles. 
30 Utilizing the existence of a central website connected to a central database which functions as a 

cvbermediary' between all parties, the invention serves to coordinate all event planning functions. Event organizers 
will benefit from access to all event related services, goods and payments in one convenient location. 

Briefly, the knowledge template or event engine contains much or all of the information and knowledge of 
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processes necessary to reconstruct an event. In a representative operation, event organizers will proceed as usual to 
plan their weddings. Once they have put together a wedding package that includes the photographer, the caterer, the 
florist, the musician, band, and all the rest, a database file or datamart is created on-line which will list all their 
preferences and all their vendors. 
5 New event organizers will search the database and try to find a (wedding) knowledge template for "wedding 

template") that meets their needs based on specified parameters, for example, location^ budget and other factors. The 
database will allow access not only to wedding planning information, but to actual views and reviews of the affair as 
well. If the couple sees exactly the type of wedding that they have in mind, they further examine the photographs, 
recordings, comments and other online mementos from that particular wedding template. If they decide that is the 

10 type of wedding template that meets the needs of their own intended wedding, then, for a fee, that template 

information will be released to them, and with their approval, the cvbermediary will arrange for the date and time to 
replay that wedding template with all of the required vendors. 

In this manner the existing wedding template will successfully propagate itself over and over again utilizing, 
with minimal variations, the same vendors the same people who did the previous wedding using the same wedding 

15 template. 

In addition, the present invention allows several classes of participants, including, event planners, guests 
and vendors to give feedback and conmients regarding a particular event. This will allow future users more options 
with more useful and relevant information. In addition, each individual information or knowledge template can be 
linked with similar events as well as with vendor sites for additional information and feedback. 
20 In its basic form, the event engine or knowledge template should contain, at a minimum, several or all or the 

following information elements: 

Time, place and number of guests at the event: 

List of vendors that performed work at the event: 

Breakdown of total costs for the event listed by vendor-including price per guest: 
25 Breakdown of total costs for the event listed by category-including price per guest: 

Minimum and maximum number of guests-including price per additional guest beyond minimum: 
Photographic, audio, or video recordings of the event whether in digital or analog form: 
Comments by the consumer regarding the quality or nature of the services performed: 
Religion and/or culture: 
30 Wedding colors 

Wedding Style (formal or informal). 

A list of vendors will include, but will not be limited to. several or all of the following service providers: 
1 . Reception Sites 
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2. Florists 

3. Photographers 

4. Videograohers 

5. Entertainment 

6. Musicians 

7. Transportation 

8. Invitation/Calligraphers 

9. Jewelry Stores 

10. Travel Agencies 

In the case of a kitchen renovation project the knowledge template should contain, at a minimum, several or 
all or the following information elements: 

A diagram or photograph of the original kitchen: 
A diagram or photograph of the new kitchen: 
List of contractors that performed work project: 
Total cost of project: 

Breakdown of total costs for the project materials: 
Breakdown of total costs for the project listed by contractor: 

Comments by the consumer regarding the quality or nature of the work and services performed. 

An example of a kitchen renovation template is shown in the combination of FIGS. IH. 1 L 1 J and IK and 
FIGS. 25-30. FIG. IH describes and evaluates vendors who performed specific services. FIGS. II- IK list pricing 
information for merchandise purchased. FIGS. 25-30 show different views of a kitchen renovation design. 

In another embodiment the event planning method and system in accordance with the invention will be 
designed to facilitate the sharing of wedding plans and desired services among registered users with the intent to 
allow shared access and payment obligations to the same service fand a possible basis for negotiating a reduced rate). 
If for example, two brides desire the same wedding hall or church or tent rental at different times on the same day, 
then the use and expense involved in the rental fees, decorating expenses and other fees may be shared. It is 
conceivable that two couples may even share a facility at the same time in order to obtain a level of service that they 
could not afford individually, as would occur in obtaining an exclusive wedding halK or. alternatively, in order to 
save money. Another embodiment would allow vendors to modify the price of services or rentals, such as the fee for 
a wedding hall with time if it became apparent that demand for such usage was going up or down. This last 
embodiment would apply for example, in a case where no usage is anticipated a month prior to a given event, the 
vendor or supplier may allow significant discounts. 

This would in operation apply the Revenue Management Systems (RMS), commonly utilized in the airline 
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industry to optimize their revenue per flight to the event planning and wedding industry. RMS has not vet been 
applied to the event planning industry, in general, or to the wedding industry, in particular. RMS, applied to the 
event planning and wedding industries will result in potentially greater usage of resources for vendors as well as 
potentially increased savings for couples. 
5 The event planning process guarantees payment to the vendor because payment either partial or full, is 

already held by the cybermediary before the transaction with the vendor is completed. Provisions would be made to 
prevent refunding of this payment upon commitment by the vendor to deliver the goods and/or perform the services. 
This renders the event engine system attractive to the vendors. 

An important benefit of the invention is that it allows the consumer of services to benefit from the time and 

10 energy previously expended by another consumer or bride in finding the best possible service. The consumer may 
search for the highest quality, lowest price, most convenient location or whatever quality or qualities that the 
consumer finds attractive in a vendor. After the services have been successfully performed, the consumer may sell 
the information that she has acquired as a knowledge template. Others may use this knowledge template, either as is 
or in a modified form, to purchase the same or similar service for their own needs. 

15 The use of an event engine or knowledge template fulfills a specific need existing in the current wedding 

marketplace in a new and non-obvious way. The current wedding marketplace is highly fragmented. It is also often a 
very geographically regionalized marketplace. Many industries also converge during the wedding process. For 
example such industries as reception venues, florists, photography, musicians, transportation, printers and designers, 
jewelry, travel, hospitality, clothing, and more are all relevant to this space. 

20 This fragmentation by industry, vendor, region and a host of other factors creates a major headache for the 

negotiation and payment procedures that are involved in coordinating such a complicated endeavor. It also creates 
problems for vendors who must negotiate, service and bill multiple parties. The invention thus has an express 
purpose to simplify this complex process for all involved parties. 

This fragmentation also creates frustration for both vendors and couples since for each wedding the process 

25 of vendor solicitation must be created over and over again. Typically, a couple negotiates with between ten and 
fifteen separate vendors, services and retailers for their wedding. Meanwhile, vendors are continually striving to 
differentiate themselves in the marketplace to attract the next generation of wedding couples. This is due to the fact 
that product and vendor loyalty is less relevant in a market that caters to once-in-a-lifetime event. These processes of 
vendor hunting and couple searching are constantly being reenacted. 

30 The invention simplifies this situation by streamlining the entire process. It also provides vendors with a 

straightforward means of differentiating their products or services to the bride and groom (the event organizers). 

The invention is also designed to provide new income sources to couples, such as selling and consulting 
revolving around the use and application of a particular knowledge template or event engine to recreate their 

69 



Marked-Up Copy of Original Specification Showing Changes 

wedding. This may also provide newly wed couples and other event planners with additional sources of revenue. 

As mentioned above, the service planning method and system as applied to the searching for and acquiring 
of e-services (such as an electronic home or "e-home" services), takes the concepts of recommendation engines and 
choiceboards and applies them in a novel way to the realm of electronic services planning. 
5 In view of the foregoing, a method for planning an event in accordance with the invention comprises the 

steps of providing memory media having data encoded thereon in computer useable form, the data comprising a 
plurality of different templates and associated prices, each template including information about goods and services 
for an event, enabling event organizers to interface with the memory media and peruse the templates; enabling the 
event organizers to select one of the templates, and upon selection of a template and after at least partial payment by 

10 the event organizer for the selected template, informing providers of the goods and services associated with the 

selected template of a request to provide the goods and services listed in the template to the event organizer. Instead 
of requiring partial payment by the event organizer, a commitment for payment, i.e., by a credit card, would suffice 
to inform the providers of the request for their goods and services. Each template could include information about 
catering facilities, caterers, space accommodations and cost. 

1 5 A system for planning an event in accordance with the invention comprises memory media having data 

encoded thereon in computer useable form, the data comprising a plurality of difTerent templates and associated 
prices, each template including information about goods and services for an event, an input and display device for 
enabling an event organizer to interface with the memory media, peruse the templates and select one a template, a 
communication device coupled to the input and display device and a processor coupled to the memory media, the 

20 input and display device and the communication device. The processor, which may be resident at a web site operated 
by a cybermediary, informs providers of the goods and services associated with the selected template of a request to 
provide the goods and services listed in the template to the event organizer via the communication device upon 
selection of a template via the input and display device. Use of the templates constitutes an information catalyst for 
simplifying event planning. 

25 With respect to the use of the invention for general services, a method for enabling a user to obtain a service 

comprises the steps of providing memory media having data encoded thereon in computer useable form, the data 
comprising a plurality of different templates and associated prices, each template including information about a 
particular service, enabling the user to interface with the memory media, peruse the templates and select one or more 
of the templates and upon selection of a template, and preferably after a commitment for payment by the user for the 

30 selected template, informing the provider of the service associated with the selected template of a request to provide 
the service according to the template to the user. Each template could include information about services relating to a 
home, i.e., the e-home concept discussed above. 

A related system for enabling a user to obtain a service comprises memory media having data encoded 
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thereon in computer useable form, the data comprising a plurality of different templates and associated prices, each 
template including information about a particular service, an input and display device for enabling a user to interface 
with the memory media, peruse the templates and select one of the templates, a communication device coupled to the 
input and display device and a processor coupled to the memory media, the input and display device and the 
5 communication device. The processor is arranged to inform a provider of the service associated with the selected 
template of a request to provide the service listed in the template to the user via the communication device upon 
selection of one of the templates via the input and display device. 

Also disclosed herein is an event management system comprising a database containing event related 
knowledge items and an activity record associated with the knowledge items, an event organizer that accesses the 

10 knowledge item contained in the database and in response, communicates feedback information concerning the 
content of the knowledge item, and an event organizer that communicates feedback information in response to 
questions concerning the content of the knowledge item. The event organizer, the same or a different one than above, 
can optionally communicate the knowledge item to the database. The feedback information may comprise an impact 
value associated with the content of the knowledge item. As an inducement, payment may be provided for submitting 

15 the knowledge item, accessing the knowledge item, providing feedback information concerning the knowledge item 
or answering questions concerning the knowledge item. 

A computer-based event knowledge system, which is coupled to a database containing event related 
knowledge items and activity records associated with the knowledge items, in accordance with an exemplifying 
embodiment of the invention comprises a control module that receives feedback information concerning the content 

20 of the knowledge item from an event organizer and communicates at least a portion of the feedback information, a 
scoring module coupled to the control module, the scoring module receiving the feedback information from the 
control module and generating a value for the knowledge item according to the content of the feedback information, 
and a payment module coupled to the control module. The payment module receives the feedback information from 
the control module and generates a payment in response to the feedback information for storage in the activity 

25 record. The feedback information includes an impact value associated with the knowledge item. 

A computer-based method for managing knowledge in accordance with the invention comprises receiving 
feedback information concerning the content of an event related knowledge item from an event organizer, the 
knowledge item being stored in a database, generating a value for the knowledge item according to the content of the 
feedback information, storing the value in a first activity record in the database, the first activity record being 

30 associated with the knowledge item, generating a payment incentive in response to the feedback information, and 

storing the payment incentive in a second activity record in the database, the second activity record being associated 
with the knowledge item. Optionally, the knowledge item is received from a submitter; stored in the database and the 
first activity record is thus established. The feedback information may comprise an impact value associated with the 
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knowledge item. The payment incentive can be a payment incentive to an event organizer for submitting the 
knowledge item, a payment assessment from an event organizer for accessing the knowledge item and/or a payment 
incentive to an event organizer, guest, or vendor for providing the feedback information concerning the knowledge 
item. 

Although several preferred embodiments are illustrated and described above, there are other possible 
combinations to accomplish the same or similar goals as those described herein. There are also numerous additional 
applications in addition to those described above. This invention is not limited to the above embodiments and should 
be determined by the following claims. 
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